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FRIENDLY FIVE FOOTNOTES 


Another Dealer Makes A Killing 














IENDLY FIVE 
SHOFS .. 








The Full-Page Full-Color Friendly Five adver- 
tisement in The Saturday pw aay Post, Issue 
of May 20th. Also “tie-in” ads. Mats free up- 


on reguest. 


Orders Are Pouring In! 


; Friendly Five National Advertising is bringing 

4 home the bacon. The colorful, full-page units 

in Collier’s and The Saturday Evening Post are 

every one of them pushing new thousands up 

and over the buying point. Orders are pouring 

in! Orders for stock fill-ins — orders for newspaper mats. 

And now comes another big “smash” concentrating on 
Sport Shoes — the full page, full-color message in — 


The Saturday Evening Post 
Issue of May 20th 


Plays up the great Friendly Five range of Sport “‘in- 
stock” sizes and widths (5 to 15 — AAA to E) — plays 
up the foot comfort this range promotes — plays 
up the local dealer! Vitalize this national advertising 
in your locality by tieing-in with it. Advertise 
Friendly Fives in your local newspaper, your dis- 
play windows. Let the men of your locality know 
where to buy Friendly Fives! 


Sells 1050 pairs 
of Friendly Fives 


in two weeks 


HE Saxon-Cullum Shoe Company, a Friendly 

Five dealer, with one fine store in Augusta, Ga., 

and another in Columbia, S. C., recently adopted 
one of the sales promotion plans provided by the 
Friendly Five factory. 

As a direct result of this plan, 1050 pairs of shoes 
were sold from the Columbia store within two weeks 
time. Not only that, this sales record was made at a 
time when adverse weather and other conditions had 
cut the local shoe business to an “irreducible 
minimum.” 

It takes something especially good to produce such 
results these days. Naturally this dealer was en- 
thusiastic. But let him speak for himself — 

Says the company’s President, Mr. Cullum, in letter 
dated February 20th — 

“‘Never in my life have I seen anything go over so 
big and it seems to grow each day. Certainly comes 
in good as we have had terrible weather, and if we 
hadn’t had this proposition, we would all be in the 
dumps.” 

And on March 7th he wrote again as follows: 

“‘We have just finished our promotion in our 
Columbia store and on checking up, we find we sold 
practically 1050 pairs of shoes in two weeks time, 
which we think wonderful at this time. It is the only 
promotion we have attempted in a long time that 
went over in a big way. We certainly appreciate 

our cooperation, for without that, it would have 
Soon impossible to have put this over.” 


Are You Utilizing These 
Sales Plans? 


The same effective factory cooperation given the 
Saxon-Cullum Shoe Company — and the same 
tried-out Promotion Plan used by them — is available 
to every Friendly Five dealer. Ask us about it. 





One of the Saxon-Cullum Company Store Fronts 


JARMAN. SHOE COMPANY —- NASHVILLE, TENNESSEE 
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The buyers 


are buying. They are! They are! 
More buyers are reported in Bos- 
ton and surrounding trade terri- 
tory than at any period since 
April, 1929. Buyers are market- 
wise in New York, St. Louis and 


we WANTA avy/, 


ae) 


other centers and are coming in 
person to negotiate for immediate 
shipment as well as staple com- 
mitments up to September deliv- 
ery. The answer to all this is low 
stocks of wanted shoes on shelves 
in stores the country over. The 
pick-up in business at retail is in 
the nature of an upswing that has 
more strength than just the sea- 
sonable bulge. Buyers want to 
have shoes and sizes on hand if 
retail trade strengthens in May 
and June. Goods evidently are 
worth more than dollars at the 
moment. 


- 








| ae | 








* * * 


R. E. Freeman, 


president of the Freeman Shoe 
Corporation of Beloit, Wis., says: 

“When anybody offers to sell 
me anything these days I insist on 
a satisfactory answer to these 
questions : 

Am I getting full value for my 
dollar ? 

Will this purchase contribute to my 
profit and goodwill? 

Can I offer this in good faith to my 


customers as a quality article? 
Was it made in a factory whose 
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The VOICE of the TRADE 


workmen are paid honest wages and 
provided with decent working con- 
ditions? 

“Now, when you buy for your 
business, I believe you have exact- 
ly the same interest at heart as I 


have.” 
7 * * = 


Stockholders 
attending the annual meeting of 
R. H. Macy & Co., Inc., said: 
“This question of salaries paid to 
executive officers of corporations 
is arousing more and more inter- 
est throughout the country. We 
think that eventually such 
amounts will have to be made a 
public record and we think Macy’s 
should take the lead.” 


* x * 
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H. E. Clark 


of the shoe department of Shar- 
tenberg Department Store, Paw- 
tucket, R. I., says: 

“While people do not have any 
more money to spend, they are 
buying better priced shoes. The 
uncertainty which apparently held 
them back from buying, has, to a 
large extent, vanished. Custom- 
ers are much more cheerful and 
easier to handle. Price shopping 
is not so pronounced. 

“Right now people are buying 
the very best they can afford. 
This is no flash in the pan, as it 
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represents a definite change in 
customer thinking. I am as sure 
as can be, that we will see a dis- 
tinct raising in unit sales from this 
time on. Women are now paying 
$6 for their own shoes without ar- 
gument, whereas only a_ short 
while ago, they might make three 
buying trips to decide on a pair of 
$3 shoes. I'm telling you, the 
change has come.” 


* * 
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UNIT SALES 
1929 7) 73) : 3 
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S. W. Napier, 


president of Napier’s Costume 
Booterie, Minneapolis, Minn., is- 
sues to his public: 

“*A statement which should en- 
courage everyone to feel Better 
Times Are Here! 

“These facts are revealed with 
the sincere desire of showing that 
conditions are actually improving. 
We have all stood to our guns! 
There can be no ‘back lash’ of the 
tide. 

“Since the opening of Napier’s 
Costume Booterie, Aug. 30, 1926, 
we have enjoyed a number of 
‘Banner Weeks’—but only once, 
prior to the depression, did the 
number of pairs sold at regular 
prices, during any one week, ex- 
ceed the week ending April 15 of 
this year. This increase in unit 
sales is truly gratifying, consider- 
ing the comparison embraces the 
peak business. years of 1926 to 
1929. 










































“The enthusiastic interest in 
our footwear, at revised prices, 
has far exceeded our fondest ex- 
pectations. We are encouraged, 
stimulated and inspired to do even 
a greater and better job . . . so we 
may continue to be worthy of the 
loyalty and confidence the public 
has reposed in us and our mer- 
chandise.” 


*Since this statement was written the 
U. S. has gone off the gold standard 
. which positively means that all 
commodities will advance in price— 
while bonds and monies will depreci- 
ate. Therefore, present retail prices 
cannot be guaranteed for any definite 


length of time. 
vo. <9 


Roi Chester Eaton 
of the Charles A. Eaton Shoe 
Company, Brockton, says: ‘“Dur- 
ing the past two weeks there has 
been more production in our fac- 
tory than at any other time since 
Jan. 1. The upswing indicates 
that stocks of retailers are becom- 
ing depleted, since retailers have 
kept their inventories small be- 
cause of lack of confidence on the 
part of the buying public. Natu- 
rally, the retailers have been cau- 
tious. Now stocks are being re- 
placed as customers are buying 
once more. There are no sur- 
pluses anywhere—except in the 
case of producers of raw mate- 
rials. Buyers have been kept back 
by the management of businesses 
from committing themselves early, 
but all that changes with better 
weather and better feeling every- 


where.” 
Kk * * 


Hi P. Smith, 


chairman of the Bureau of Public 
Information of the National As- 
sociation of Chiropodists, quotes 
from the Boor anp SHOE ReE- 
CORDER Of March 14, 1931: 
“Foot Health Week is more 
than another week devoted to 
some propaganda idea. It is a 
contribution to health of tremen- 
dous merit. Its acceptance by 
shoe manufacturers, retailers and 
newspapers is particularly signifi- 
cant. Sponsored by a profession 
opposed to advertising on sound 
principles of ethics, it advances a 
method in the promotion of health 
that sets an enviable example for 
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NEW THINGS 


—Our correspondent in Washington had oc- 
casion recently to visit the Patent Offices. 
—‘Do you know,” he writes, “I was amazed 
at some of the things | discovered there— 
| was told that patents granted this past 
year exceeded any record of previous 
years. Opinion is, that just as soon as 
credit is released and business starts for- 
ward again, there will be a flood of new 
ideas and new products introduced to in- 
dustry. This factor in itself should be a 
big stimulus to business.” 

—New things and new uses for things have 
always played a prominent part in the 
first stages of every economic recovery. 
No doubt we'll see many such in the next 
year or two, and it’s more than possible 
they will have a marked effect upon pro- 
duction and employment. 


Zeck 6 TEE 


President. 





allied groups and proves the pow- 
er of organized effort. It causes a 
nation to become foot-conscious.” 


* * * 


; is sales 


tax confusion in New York since 
State Tax Commissioner Mark 
Graves rules that the sales tax 
“was to be borne by the retailer 
for his privilege to sell; and that 
the customer would be justified in 
refusing to pay the tax if added 
to the final price.” 

One shoe chain would find an 
increased burden of $80,000 if the 
tax is swallowed up in their pres- 
ent sales price. The 1 per cent 
retail sales tax went into effect on 
May 1. Something must be done 
to clarify the application of the 
tax because the law is full of un- 


certainties. 
*k ok x 


[, Sioux City, ° 
Iowa, they have a shoe club which 
meets Wednesday noon of each 


week at the West Hotel. All shoe 
retailers and shoe travelers are in- 
vited to attend. In this connec- 
tion Harold W. Reid, who is 
president of the Northwest Re- 
gional Shoe Retailers Association, 
recently invited all shoe retailers 


and shoe travelers to a bridge 
party given by the Shoe Club of 
Sioux City. 

Recently, J. T. Laird, shoe mer- 
chant, was chosen mayor of Ma- 
son City, Iowa, at the organiza- 
tion meeting of the commissioners. 


ao * * 


Si and movies! 
Downtown Cleveland crowds were 
doubled this past week due to the 
reopening of movie houses. Just 
how dead a big city could be with- 
out theaters was demonstrated 
over the preceding month when 
all houses closed because of dis- 
agreements with union motion pic- 
ture machine operators. It was 
the first time in the history of 
Cleveland that such a state of 
affairs had come to pass. Lack 
of entertainment had kept people 
away from the downtown area 
and shoe dealers as well as other 
retail merchants suffered. 


* 


Veins Chandler Hall, 


American agent for Mme. Schi- 
apparelli, writes to Miss Harring- 
ton: 

“Your story (April 1, page 30 
—News from the Fashion 
Front’) is grand. It is so logical 
and so convincing. Will you 
please send me one more copy, 
because it is so good that I want 
to forward it to Mme. Schiappa- 
relli in Paris at once. Your spat 
shoe happens to carry out her own 
theory of footwear, and I am sure 
will help your readers to picture 
advance styles for Fall.” 


* ok ok 


= B. Nordlinger, 
of Washington, D. C., questions: 

“When will the retail shoe busi- 
ness recover from the effects of 
the depression?” He answers it 
by saying: 

“Let me say from the outset, 
not until the manufacturer and 
the retailer agree upon a system 
to control the style proposition 
with regard to women’s shoes. 
Many retailers, particularly among 
the. smaller dealers, unfortunate- 
ly are unable to produce sufficient 
volume in sales to clear their 
shelves before new styles are 
forced upon them. The number 
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of pairs left on their hands repre- 
sent the entire profit they might 
have enjoyed, together with a 
good part of the purchase price. 
This condition cannot go on in- 
definitely, because there will be 
too few to survive the catas- 


trophe.” 





i, ABOVE 
Bh EA 2 





R. E. McCarthy, 


vice-president of the Brown Shoe 
Company, and in charge of pro- 
duction, says: 

“During the past five weeks we 
have been running about 33 per 
cent above the corresponding pe- 
riod of 1932, which, of course, re- 
sults in great measure from the 
fact that last year Easter fell in 
March, whereas it occurred in the 
Middle of April this year. How- 
ever, 33 per cent increase is still 
large, even considering that fact.” 


* 





* * 


= stretches 


and shrinks with the weather, as 
most every shoe man knows, and 
the U. S. Bureau of Standards has 
revealed by laboratory tests that 
“‘the area of leather increases from 
four to 18 per cent between O and 
100 per cent relative humidity, de- 
pending upon the types of leather” 
—all of which is a reminder to 
clerks to have some thought of 
fitting shoes according to the 
weather. There is, for instance, 
the familiar old legend that 
leather shrinks as the weather be- 
comes dry, and causes the corns 
to ache, but, of course, it doesn’t 
apply if there are no corns on the 
toes, which is as it should be. 





* * * 


B. S. Hackstadt 
of the Stetson Shop, Dayton, 
Ohio, says: 

“IT am in accord with Albert J. 
Schmidt on licensing shoe fitters. 
They should be made to serve an 
apprenticeship and study foot an- 
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atomy before issuing them the 
permit to sell and fit shoes, so the 
art of fitting shoes will become a 
profession and not just a job. I 
had to serve three years as an ap- 
prentice before I was allowed to 
go on the floor and fit shoes, and 
have never been sorry that I 
served this time, as it made a shoe 
fitter of me, and not a shoe clerk, 
for I consider fitting shoes as 
much of an art and profession as 
any other craft. 

“The time has arrived when the 
art of shoe fitting must be pro- 
tected and made an art—and not 


13 





just a job—from a financial as 
well as professional point of view. 
Action must be taken in some way 
to correct the evils that the public 
pay for and do not want, just to 
make the cash register bell ring. 
A real shoe fitter makes it ring 
often and sells more pairs when 
the customer comes back.” 


x * x 


—_ line 
of the Week—“Are you walking 
to reduce or are you reduced to 
walking.” 
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How it seems to the neighbors when the man who wears size 12 goes to bed! 








































14 


Boot aND SHOE RECORDER 
combining THE SHOE RETAILER, May 6, 1933 


Frank Werner Told His Organization: 


“We Can't Afford to 


A few years ago, 
back in the good old B. D. days, when you were able 
to pin a man of business to his desk long enough to 
start him talking, he invariably bombarded you with a 
barrage of facts, figures and vital statistics, all tend- 
ing to prove that business is a cold-blooded proposi- 
tion, with no quarter asked or given. 

Gone were the days of sentiment in business. It 
was too bad, but sentiment and the old pat-on-the-back 
had departed the way of whiskers. And good rid- 
dance, he usually added. 

Pin this self-same so-called “big business” man 
down today, and inside five minutes he’s talking of the 
“good old days” when the Golden Rule was applied to 
business. Five minutes more and he will present you 
with a guaranteed-to-cure prescription for the De- 
pression that calls for frequent injections of the milk 
of human kindness in business. 

Out in San Francisco there is a man who always 
has been long on that kind of business stimulant. He 
has been serving his business that kind of medicine, in 
large, healthy doses, for years. He fed it to you with 
a smile as you entered the front door and you liked 
it. So much so that, generally, when you left, he had 
all your family history. 

The only thing that’s bothering this man today is 
the knowledge that his business has grown to such 
proportions that he, personally, can no longer greet 
his customers by names as they enter the front door. 


.. Franciscans like to refer 
to Frank Werner, shoe merchant in the City by the 
Golden Gate, as a striking example of a business suc- 
cess that scatters the gloom of depression like a beacon 
ina fog. Competitors admit that he knows shoes—and 
his psychology. 

There is something of the pioneer about Frank Wer- 
ner. You can easily imagine him leading a squadron 
of prairie schooners across the plains to the promised 
land. It took enthusiasm to open that first little store. 
But with the very first customer, that very first day, 
Frank Werner became a success, because on that day 
he put into operation a theory of business inherited 
from level headed ancestors, a theory that today his 


sales people put into practice every working minute of 
the day. ‘ 

People who entered that store for the first time may 
not have classified themselves as customers, but believe 
me, once they felt the watmth of Frank Werner’s 
smile, once they recognized the sincerity behind it, 


. and that was easy to see, they became customers. 


When he moved into the new Market Street store, 
Mr. Werner introduced new “lasts” of his own 
creation. A year or so before, at “Werner’s Shoe 
Den for Men,” he had featured as ‘“Tomorrow’s 
Styles Today,” shoes constructed strictly according to 
ideas generated by his own experience. 

Next came the opening of an exclusive shoe store 
for women, in what is without doubt the most attrac- 
tive location for a retail shoe store in North America. 
Facing Union Square, a small park in the center of the 
retail section of the city, with its evergreen shrubbery, 
its always well clipped lawns and its beds of colorful 
flowers, this new store, finished in dark walnut, its tall 
ceilings giving it an almost cathedral-like appearance, 
seems far removed from commercialism. Immedi- 
ately this store became a vogue. 


I, was a day of rejoicing 
for everyone in the organization, when that Geary 
Street store, facing beautiful Union Square was 
opened. But to Frank Werner personally, it was a 
day of regret. It marked the day he had to resign his 
position at the front door and content himself with a 
swivel chair in an office. It still makes him unhappy, 
in spite of the fact that this store does enough busi- 
ness to keep any one man happy and occupied. 

Along came the days when it became necessary to 
trim sail, as business tacked into the wake of the de- 
pression. Most merchants did it by a curtailment of 
advertising, or a reduction in stocks, or by discharg- 
ing employees, sometimes a little of each. 

Frank Werner chose the other way round. 

“We can’t afford to miss a sale, boys,” he told his 
men calling them together. “Instead of trimming 
stocks, we’re going to increase small sizes and extra 
large sizes and get the business the other fellows are 
tossing out. Those people still have to wear shoes.” 
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By MAHLON DOLMAN _ 


Miss a Sale” 


15 








"Instead of trimming stocks," Mr. Werner de- 
cided, "we're going to increase the small 
sizes and the extra large sizes and get the busi- 
ness the other fellows are tossing out. Those 
people still have to wear shoes." On top of 
that departure from customary depression 
practice he increased stocks at his exclusive 
women's store by a thousand pairs, reducing 
the store's low price of $12.50 to $10.50, but 
keeping the quality up to the previous level. 
Then he told his salesmen their jobs were safe 
as long as they produced results, and we are 
told that he has yet to dismiss an employee 





because of lack of business. 


It is easy to imagine what that meant to men who 
hold their jobs on the strength of their ability to sell 
eighty per cent of those they serve. That’s the mini- 
mum record these men must achieve—day in and day 
out. That every man Jack of them is still a Frank 
Werner employee is further tribute, not alone to 
Frank Werner, but to themselves. 

On top of that departure from customary methods 
employed in times of depression, he increased stocks 
at the fancy, exclusive women’s store by one thousand 
pairs of shoes, and reduced that store’s low price of 
$12.50 to $10.50 without a change in quality. 

Not long ago he decided that what this women’s 
store needed most was a line of exceptionally fine 
hand-made shoes, so some of that twenty per cent “lost 
customers” might be served. 

Slipping quietly out of town one day, he traveled 
east and for weeks browsed around the shoe markets 
of New England and the North Atlantic states, finally 
unearthing a little factory in Brooklyn, whose owner 
prides himself on the high quality of the shoes he manu- 
factures. 

Frank Werner paid that manufacturer’s expenses to 
San Francisco and return, just so the man could see 
the kind of a store that would sell his shoes, and observe 





FRANK WERNER 


the kind of customers that patronize that store. Every 
shoe this man makes is hand-made, inside and out—a 
strictly custom job—and every pair of those shoes 
henceforth will be distributed through Frank Werner 
stores. 

Another thing Frank Werner did, when the depres- 
sion began to blanket things and to paint men’s and 
women’s souls with the blues. He called all his sales- 
people together, one afternoon after work and, in a few 
terse words, undertook to restore their morale, for it 
is his contention that none but a happy, smiling, satis- 
fied, courageous sales force, can keep customers satis- 
fied. 

“T want you to go back to work tomorrow morning 
knowing that your jobs are safe,” he told them. “You 
have stuck by me. I'll stick by you, so long as you 
make it at all possible for me to do so.” 

He has yet to see red ink on a statement. He has 
yet to discharge an employee because of lack of busi- 
ness. 
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Top 

An alluring pump, punched and perforated, 

in white buck and fabric with 20/8 
continental heel. 


Center 

A T-strap sandal with 20/8 Louis heel 

combining two popular materials, mesh 

and white kid. Note narrower opening 

at arch line. More support is given the 
foot at the ball and back part. 


Bottom 

Three eyelet oxford, with mesh panels 

and two leathers, white pig and kid. The 

high riding line of the shoe is strongly 
in the fashion picture. 





WHITES TAKE THEIR 


Look for a Summer 


of white. It will be the whitest of white seasons and its place in the 
sun will give prominence to white shoes like no other Summer foot- 
wear vogue. Every material possibility has been exhausted. No 
one leather, however, can claim an overwhelming customer accept- 
ance at the expense of another. The designers have contrived to 
combine fabric and leather, and two, or possibly three, different 
leathers into fantastic balance and design that promises to render a 
thrill when witnessed by feminine, footwear-minded customers. 

The retarded season has emphasized the opportunity for white 
promotions.- In most sections of the country there still remains a 
chill in the air. Snow has been reported late in April in the border 
states along the Canadian line. All of which are promotional advan- 
tages, making it possible to introduce white shoes with a burst of 
enthusiasm at a time when weather, clothes and a buying desire on 
the part of the customer can be coordinated. 

There already appears an apparent restlessness in the stores to 
introduce white costumes. -White dresses, coats, touches of accesso- 


a. 
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PLACE IN THE SUN 


ries, gloves, hats and bags, all have broken through the store promo- 
tions with an emphasis that shows the importance of white. 
Pastel-colored frocks, prints, cottons, piques and shirting mate- 
rials are being pronounced as smart Summer wearing apparel. This 
constant interest in Summer habiliment that will demand white foot- 
wear as a complement to the costume will have a significant influence 
in building a fashion trend for white footwear. This broad promo- 
tion program should set the stage for a vigorous demand and inau- 
gurate the white footwear season with an intense buying impact. 
Sensible merchandising has been adopted this season in not killing 
the appeal for white shoes by introducing them too early. Timing is 
all-important. Advancing the white footwear showing always has 
a tendency to dull the interest and enthusiasm of the customer. 
All-white shoes will assume their leadership over other types. 
Women have evidenced their preference for shoes of this character 
in the past and each succeeding year discovers an increasing accept- 


ance for this vogue. 
[TURN TO PAGE 41, PLEASE] 


Top 

Perforated pump in white calf, with under- 

lay of brown and smartly styled with the 
new 20/8 built up leather heel. 


Center 

A modern version of an ancient style 

influence in white morocco, calf or kid 

and approved in high fashion circles. Its 

simplicity of design has made it out- 
standing. 


Bottom 

A four eyelet blucher oxford, of white 
pig, with underlays of brown kid. Large 
perforations harmonize with the popular 
vogue for dots. The 20/8 built-up 
leather heel is being accepted by style 
leaders as an important fashion trend. 
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PITTSBURGH SHOE MERCHANTS DISPLAY SPRING STYLES 
‘tol fad Spring Street : Arek Trouble Avoided 
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These two editorial pages, devoted to Spring footwear and 
appearing in the Pittsburgh Sun-Telegraph, plus the advertising 
done by shoe merchants, placed an emphasis on footwear that 
created an unusual buying interest. Shoes were news in this 
issue of the paper. It was an aggressive plan of publicity both 
editorially and from an advertising standpoint. 
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PITTSBURGH'S | 


Shoemen and 


Vv 


The Pittsburgh Shoe Retailers 
Association believed that a more intense interest could 
be aroused in Spring shoes if the newspapers of Pitts- 
burgh would cooperate with the merchants in de- 
veloping editorial style features, designed to focus 
attention on the importance of footwear needs for 
Spring. 

A leading evening paper in Pittsburgh, the Sun- 
Telegraph, became enthusiastic about the idea and, 
with the cooperation of the shoe retailers’ organization, 
adopted the suggestion. The merchants believed that 
if their advertising was concentrated in one section of 
the paper which had, as additional reader interest, 
shoe style features, the opportunity for stimulating 
buying would be increased. 

The newspaper, working in conjunction with the 
merchants, organized a promotion plan, which in- 
cluded special promotion by the newspaper in which 
they advised their readers to watch for the special 
footwear section, which would reflect the very latest 
style information, as well as serve as a guide on foot 
health activities. 

A full-page ad was run which emphasized April 6 
as the day when a complete review of footwear fash- 
ions, and their proper relation to the costume en- 
semble, would be published. This was followed by 
smaller ads written and designed to sustain reader 
interest. 

Using its feature writers, the newspaper editorially 
covered the new colors, their relation to other fashions 
in the Spring picture, with a treatment of lasts, pat- 
terns and materials that had an outstanding style ac- 
ceptance. Women, especially peruse the fashion news, 
which greatly influences their buying habits and 
stimulates their enthusiasm for fashion merchandise. 
Nor was style the only topic of shoe interest ex- 
ploited. The editorial matter included corrective foot- 
wear, its purpose and functions. Foot health features 
were given prominent position on the page. 

The promotion and execution of the plan was well 
carried out by the Sun-Telegraph in focusing atten- 
tion on footwear just previous to the Easter buying. 
The date selected by the paper and the association, 
upon which the advertising was to center, was April 6. 
This being a Thursday, it was believed that the effects 
of the publicity would produce two tremendous sell- 
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PROMOTION 


ing days on Friday and Saturday. Not all of the 
shoe advertising was carried on the two pages with 
the editorial build-up. The department stores pre- 
ferred to maintain their position in the paper and 
featured shoes in their regular ads. 

In addition to the promotion in the newspaper, 
special broadcasts were made over the two national 
chain outlets in Pittsburgh. The Sun-Telegraph has 
a news service broadcast four times daily over the 
two networks. On two occasions it directed the 
listeners’ attention to the special promotion of the 
new Spring footwear styles, with the result that the 
shoe pages and the advertising in this section received 
an increased reader interest. 

Exhausting every possible news feature, the paper 
extended its service to the shoe men by having special 
news pictures posed, around which there was a very 
definite shoe value. Nothing speeds the buying urge 
like publiciy, particularly that which illustrates a new 
trend or new fashion innovation. Pictures always 
catch the “jump reader” who merely skims the pages 
of a paper. A picture will nearly always halt the rush 
—and leave an impression. 


le seems incredible that anyone 
with a slight buying inclination for footwear could 
resist the drive made by the merchants and the news- 
paper. The forceful presentation, stressing footwear 
was a great contribution in breaking down sales re- 
sistance that existed in the customer’s mind. Unques- 
tionably in many instances it aroused the buying 
instinct among many customers, who needed just this 
promotion publicity to make a decision. To what de- 
gree the shopping habit was stimulated is conjecture, 
but it is fair to assume that with a complete style pic- 
ture of the Spring footwear in the customer’s mind, 
sales were more easily closed than if the purchaser 
had to be sold on the idea of what is and what is not 
good style and taste in footwear. 

The entire merchandising event can be viewed as 
an aggressive one and the Pittsburgh Shoe Retailers’ 
Association, are to be commended for their progres- 
siveness. The success of the campaign could not have 
been achieved without full cooperation of the news- 
paper, which recognized an opportunity to increase 


Newspaper In Successful Cooperative Effort 


By GEORGE E. GAYOU 
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PLAN SELLS 





its lineage, through coordinated editorial effort. The 
wholehearted spirit of effort and work injected into 
the project by the paper was largely responsible for 
the enthusiastic response and support which the shoe 
retailers contributed. 

Letters outlining the plan were sent to the mer- 
chants by the paper, as well as by the association. 
The organization did not insist that the merchants 
advertise, but merely called attention to the facts as 
announced by the paper. The close working arrange- 
ment between the paper and the association is partly 
expressed in the following paragraph taken from the 
letter: “The Pittsburgh Sun-Telegraph, has always 
cooperated with the Pittsburgh Shoe Retailers’ As- 
sociation and this new shoe promotion for Spring is 
something from which I feel we can all profit.” 

This is an indication of what can be accomplished 
through cooperation where the merchants are organ- 
ized. Without a concerted effort on the part of the 
merchants it is fair to assume that at least not all the 
sales during this promotion period would have been 
made. 

A national push is being organized to increase the 
sale of sports shoes. The Boot AND SHOE RECORDER 

[TURN TO: PAGE 41, PLEASE] 


Some of the promotional ads that were developed 

by the newspaper to focus attention on the special 

shoe issue. They were used, together with radio 

announcements, to attract attention and arouse 
interest. 
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‘What's « mew spring suit and bonnet vithour the RIGHT 
shor? The obvious saswer is one which sends every woman 
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SPORTSWEAR INCREASES WITH LEISURE 


Recreation time increases! Take pencil and paper and figure it out for yourself— 
five days, times eight hours for work, equals forty hours (more or less but on the new 
average.) Eight hours, times seven days, equals fifty-six hours for sleep; and the 
balance of the week—seventy-two hours—for all other human activities—making a 
total of one hundred sixty eight hours. Daylight saving increases the light hours of the 
week. Nationally, from this time forth we can measure approximately seventy-two 
hours for sportswear shoes and apparel. 

What this country now needs is education for leisure—for be it known nationally 
—there are more leisure outdoor hours possible for everyone. It is time for shoemen 
to encourage the use of more types of shoes for recreation purposes. 

Take this illustration and enlarge it and use it in your window so the public can 
see clearly the possibilities for increased health and happiness in the great outdoors. 


NATIONAL SPORTS SHOE WEEK—MAY 22-29 
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artist to do this, any sign shop can do it for you. 


One may assume that 
every shoe merchant, everywhere, 
is eager to sell shoes. He is in 
business for that purpose. His 
success as a retailer depends ab- 
solutely on his ability to develop a 
profitable volume of sales. That 
is a fundamental of merchandis- 
ing that every shoe man under- 
stands. And yet it would appear 
that the mechanics of selling and 
the principles of sales promotion 
are subjects of which many re- 
tailers, not only of shoes but of 
all kinds of merchandise, have a 
lamentable lack of understanding. 
At any rate it is the exceptional 
store that makes a successful ap- 


Here is a clever tie-up with the golf links. 

































































plication of these principles in its 
business. 

A casual inspection of the aver- 
age run of window displays in the 
shoe stores of almost any city will 
make this fact quite evident. A 
window display to many retailers 
consists of a miscellaneous assort- 
ment of shoes with price tickets 
attached. Obviously a shoe store 
must display shoes in its windows. 
Showing shoes with the prices at- 
tached is good business because 
price is a subject of vital interest 
to the prospective purchaser. And 
yet, shoe stores have been show- 
ing shoes and prices of shoes, ever 
since shoe stores began. There is 


Use the phrase “Link up with these shoes for sports” on a three panel | 
background. If you have a large window, merely center the panels in the back of your window. There are several 
ways of treating these panels. One method is to have the scene of the golf links painted. If you are not enough of an 
Another method is to work out the design in felt applique. The 
step or platform arrangement is designed to have a curve in harmony with the horizon line in the scenic panels. 
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Picture Outdoor Life in Sport 
Shoe Windows « 


National Sport Shoe Week Af- 
fords Opportunity for Original 
and Interesting Display Ideas 


nothing new about it and conse- 
quently nothing especially inter- 
esting unless the shoe man can 
contrive constantly to do it in a 
new way. 

It is because many stores fail at 
this point, because they do not suc- 
ceed in imparting the necessary 
touch of novelty and originality in 
their windows, that the majority 
of displays are ineffective, or at 
least fall short of maximum effec- 
tiveness in producing the cus- 
tomer interest that brings people 
into stores, where their interest 
can be translated into sales. 

Lack of originality in its win- 
dow displays is one of the beset- 
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bright new footwear. 





ting sins of the average shoe store. 
It isn’t altogether the shoe mer- 
chant’s fault; he operates under 
a distinct handicap because he has 
but one kind of merchandise to 
show, and, to the casual glance of 
the passer-by, shoes change but 
little in outward appearance from 
week to week, month to month, or 
season to season. Their general 
form, size and appearance is al- 
ways about the same, and, aside 
from a colorful interlude now and 
then, they are mostly browns, 
blacks, beiges, grays, a compara- 
tively limited color range. The 
store that sells women’s gowns is 
at no such disadvantage. Here the 
lines, colors, patterns and designs 
change greatly from season to sea- 
son. There is a wide range of 
accessories to show with them. 
The department store has hardly 
any limitations in the range of 
merchandise it can display in its 
windows. 

But the shoe store must always 
show shoes and very little besides. 
Consequently it becomes impera- 
tive for the shoe merchant to make 
a very intensive and continuous 
study of new ways of showing 
them, new arrangements, treat- 
ments, and settings for his win- 
dows, backgrounds that are novel 
and interesting, display cards, 
panels and all of the properties 
through which he can impart orig- 
inality, freshness and interest to 
his displays. 

Window display, rightly carried 
out, is unquestionably one of the 
most powerful instruments that 
any store can use for sales promo- 


tion. At the same time it is ab- 
solutely essential, in these days, to 
do the job well, if worth while re- 





WHAT DO YOUR 
WINDOWS SAY? 


Some windows purr 
“Come in today,” 
And others shriek 
“Oh, stay away!” 
Some windows catch 
The roving eye 
And say “Here is 
The place to buy!” 
While others say— 
In language plain 
“Why purchase here? 
What is the gain?” 
Some windows stop, 
Some fairly sing - 
And put it over 
With a bing! 
And some are hot 
And others cold, 
And some are weak 
And some are bold, 
Some tell a story 
Of success 
Some tell of failure 
And distress. 
Some windows smile, 
Some windows yell, 
Some windows glow, 
Some windows sell! 
Some windows 
People never see— 
And some have 
Personality. 
Some welcome in, 
Some drive away— 
What do your windows 
Have to say? 

Ray I. Hoppman. 
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Sanger Bros. started Dallas women tc thinking about Spring shoes with this window and its dynamic alliance of gay new accessories with 
E. Van Johnson is display manager for this store, and L. H. Graves is shoe buyer. 


sults are to be obtained. People 
have even less money to spend 
than they formerly had; you can- 
not expect that they will disre- 
gard the strong appeals that others 
are making for their patronage if 
you persist in merely serving 
notice on them, in a formal sort 
of way, that you are in the shoe 
business. That is about all a great 
many shoe store windows accom- 
plish. 

The successful store, on the 
other hand, must impart a touch 
of imagination and originality to 
its window appeal. In this way it 
arouses the interest of people, 
makes them think of this store as 
having something more for them 
than merely shoes, makes them 
really want to buy from you in 
preference to the many other out- 
lets through which shoes are sold 
in your community. 

The modern development of 
sales promotion can be traced to 
the origin of this conception of 
putting dramatized interest in 
window displays and advertising. 
The old ads and the old windows 
were satisfied merely to tell the 
public that a certain store was in 
the shoe business. The new con- 
ception is to create an interest in 
the individual store’s merchandise 
by focusing attention on its in- 
dividualized styles, service, qual- 
ity and merchandise appeal. The 
type of window that will prove 
effective today must be as aggres- 
sive and resourceful in its selling 
as the modern advertisement or 
the modern salesman. 

[TURN TO PAGE 43, PLEASE] 
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SBICCA METHOO 
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It is only natural that the shoe industry looks to Compo 
for leadership in the making of cemented shoes. Manu- 
facturers and merchants both realize that the tireless re- 
search and invincible spirit of the Compo organization 
are responsible for the success of this important new 
shoe craft. And today we submit further evidence that 
the faith of the industry is well founded. The proof is 


in the newest Compo achievement — the Sbicca Method. 


Compo shoes (Sbicca Method) represent the ultimate in 
the art of making cemented shoes. Made with a single 
sole, they have qualities of softness and flexibility which 
were formerly possible only in footwear of the highest 
craftsmanship and price. So, again a Compo triumph 
brings tremendous benefit to the industry we serve. 
Compo Shoe Machinery Corporation, 150 Causeway 


Street, Boston, Mass. 





When writing advertisers please mention Boot and Shoe Recorder 
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> Fourteen Ads ln SPORT 


Plus Thirty-Six Sport Shoe Headlines for 


Teeing Off for the Summer Season 
In (Store Name) Sport Shoes 


We're all set for a long, strong drive straight down 
fashion’s fairway—with a glorious collection of winning 
styles in sport shoes for every occasion and every costume 
of the greatest sportswear season ever! 

And this is Sport Shoe Week—seven days devoted to an 
informal showing of utmost interest to everyone who ap- 
preciates smart shoes that combine complete comfort with 
style rightness. 

Come! You'll enjoy seeing them! And acquaintance 
with the new styles will help a lot when you 


Make the Cheerful Change to Sport Shoes 








HELPFUL HINTS FOR ADS AND SHOW CARDS 


Make the cheerful change to sport shoes. 

Time to choose your Summer shoes. It’s Sport Shoe Week. 
(Store name) sport shoes make the Summer. 

Get into sport shoes and enjoy the Summer more. 

You're missing something if you don’t wear sport shoes. 
We predict the greatest sport shoe season ever. 

Here they are—winning styles in 1933 sport shoes. 
Dress your feet in stylish comfort—in sport shoes. 

Now for the days of real sport—in (store name) sport shoes. 
Let’s go places and do things—in smart sport shoes. 

This Summer put your best foot forward—in sport shoes. 
Get out and play. Here are your sport shoes. 

Vacation bound or sticking ‘round—wear sport shoes. 
Cool, summery, comfortable—sport shoes. 

Your feet will laugh at Summer heat—in sport shoes. 
Airy, cool, smart—the new sport shoes. 

Keep your feet fit—in sport shoes. 

Sport shoes—lighter, and cooler on your feet. 

What's your sport? Here’s the sporty shoe for it. 

For a gay Summer and a lively one—sport shoes. 

Don’t deny yourself the comfort of sport shoes. 

Dress sportive to feel sportive; it bucks you up. 

When streets sizzle, you'll appreciate sport shoes. 
Yours for a joyful Summer—(store name) sport shoes. 
The right shoes for the days of real sport. 

Be sensible—wear sport shoes in warm weather. 

Smart! That’s the word for these new sport shoes. 
Many roads to roam—and (store name) sport shoes ready. 
Summer-izing the Summer sport shoes. 

Champions of the 1933 sport shoe mode. 

Here are the sporting shoes to wear. 

(Store name) sport shoes for everywhere under the sun. 
Summer’s sun brings out these sport shoe fashions. 
The sporting things in Summer shoes. 

For an energetic Summer—(store name) sport shoes. 
Sport shoes tell your feet it’s Summertime. 


Come to (Store Name) During Sport Shoe Week 


To see the newest, smartest sport shoes for Summer 
1933. come to (store name). Sturdy styles for active 
sports—all-day types for spectator and street wear—beau- 
tiful models for afternoons—and informal shoes for Sum- 
mer evenings. Truly a glorious array of footwear appro- 
priate for every costume and every occasion. It’s your 
opportunity to know what’s right in Summer shoes. When 
you see them you'll need no urging to 


Make the Cheerful Change to Sport Shoes 


Speaking of Sport Shoes 


Our windows tell the whole story quickly—for we’ve 
arranged special displays for Sport Shoe Week. See them 
in the window—step inside and try them on. For the 
greatest sport shoe season ever, we have the finest collec- 
tion of sport shoes for every Summer occasion. You'll 
want to be among the first to 


Make the Cheerful Change to Sport Shoes 


Let’s Have a Sporting Good Time! 


Glorious days ahead! You'll want to look and feel like 
a million—without spending a fortune. In (store name) 
sport shoes you'll find styles appropriate for every occa- 
sion at prices permitting correct shoes for every costume. 
Come and see them during Sport Shoe Week—see the cor- 
rect new styles for every occasion. To be fashionable as 
well as comfortable throughout a sporting good summer 


Make the Cheerful Change to Sport Shoes 
° 


The Sporting Things in Footwear 
Await You at (Store Name) 


Sport Shoe Week—a glorious, informal showing of the 
winning footwear fashions for Summer—styles for sports, 
for spectators, for street, for informal afternoon and 
evening wear—the loveliest shoes for the best season of 
all the year! Get set for your smartest, sunniest Summer— 


Make the Cheerful Change to Sport Shoes 
e 


Make the Most of Summer in Comfortable, 
Carefree Sport Shoes 


To enjoy Summer to the utmost, get into sport shoes 
that fit your feet as well as the occasion. It’s going to be 
a great sportswear year—you’re going to fairly live in 
sport shoes. That’s why our special Sport Shoe Week 
showing is so important to you—you’ll want to know all 
about the style rightness and perfect comfort of (store 
name) sport shoes, for it’s time right now to 


Make the Cheerful Change to Sport Shoes 
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SHOE WEEK 


Hurried Ad Men 


It’s Not the HEAT—It’s the TIMIDITY! 


Many a regular fellow is a timid soul about shoes— 
doesn’t realize he will be congratulated instead of kidded 
when he appears in Summer sport shoes. Times have 
changed! Popular approval has OK’d sport shoes for 
general Summer wear. For comfort’s sake— 


Make the Cheerful Change 
to SPORT SHOES! 


Can’t Avoid Hot Sidewalks! 


But you can have cool shoes—light in construction, 
light in color, light in price. Shoes that “pick you up” 
mentally and physically, because they look good and feel 
eood. They keep your feet happy when it’s hot. 


Make the Cheerful Change to Sport Shoes 


Dress Up and Pep Up—lIn Sport Shoes 


Slip into a light suit and sport shoes—improved appear- 
ance and increased ambition will be the happy result. Com- 
bine the outer label of style acquaintance with the inner 
feeling of Summertime alertness— 


Make the Cheerful Change to Sport Shoes 


Bundled Feet—Languid Body—Brain Fag . 


Feel the heat ?—Look to your feet! When they are hot 
and bothered the whole system is affected. Many a man 
has found relief from Summer sluggishness by changing 
to light, cool shoes. That’s why, this Summer, more men 
than ever will 


Make the Cheerful Change to Sport Shoes 


Slowing Down? 


One of the best ways to overcome that Summer let-down 
is to help your feet to beat the heat. Hot, protesting feet 
put a ball and chain on your ambition. You'll feel better 
and do better this Summer if you 


Make the Cheerful Change to Sport Shoes 
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Sport Shoes Go to Business 


No longer are sport shoes confined to leisure hours or 
country clubs. Along with lighter, cooler clothing, they 
are generally accepted for general Summer wear. Wise 
men! You, too, should enjoy the cool comfort of sport 
shoes for business— 


Make the Cheerful Change to Sport Shoes 


Make the Thermometer Test 


That black holds, while white repels the sun’s heat, is 
a fact as true of your shoes as any other surface. To this 
sound health reason, add another—the smartness of sport 
shoes with Summer’s lighter clothing—and you have rea- 
sons enough to make you want to 


Make the Cheerful Change to Sport Shoes 


Why Bake Your Feet? 


It never was sensible—today it is not stylish—to keep 
your feet bundled up in hot, dark shoes in the Summer. 
The smartest shoes, as well as clothes, are light in weight 
and color. Men have learned it’s a real treat for the 
feet to 


Make the Cheerful Change to Sport Shoes 


Give ’Em the Air 


You can experience a tremendous increase in comfort on 
hot Summer days by simply changing from heavy shoes to 
a pair of ventilated models. 


Make the Cheerful Change to Sport Shoes 


Sport Shoes for Sport Clothes 


When you buy that new summer outfit, don’t stop at 
your feet. Being well dressed means being shod smartly— 
and seasonably. 


Make the Cheerful Change to Sport Shoes 
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ERE’S what Goodyear 
Wingfoot Soles are saying 
to the American public— 
“Shoes will wear as long as 


the soles stand up— 
“You can cut shoe bills by getting the soles 
that can’t be beat for wear— 
“No sole ever built can outwear Good- 
year Wingfoot Soles.” 
This simple, understandable selling story 
is being told to THIRTY MILLION people— 
week after week in THE SATURDAY EVENING 
POST, COLLIER’S, and LIBERTY. 
How about putting this advertising to 
work for you by featuring and selling 
shoes built with Goodyear Wingfoot 
Soles? Of course, it’s just plain com- 
mon sense. 


WINGFOOT 


SOLES 





When writing advertisers please mention Boot and Shoe Recorder 
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Atter all is said and done, 

inflation or no inflation, the American public will 
continue to buy closely to their needs. Certain buy- 
ing habits have been adopted by the public—restraint 
and reason—and it will take some time before free 
spending becomes general again. 

But there are pressures behind the merchant that 
makes a similar policy impossible for him. A mer- 
chant must anticipate, not only in his goods, but his 
prices and his policies. 

If we are in a period of recovery, following a 
depression, then we must realize these three 
points: First, surplus stocks have practically dis- 
appeared. Second, costs of production and prices 
are at present low but likely to increase. Third, 
new influences, new taxes, new competitions of all 
sorts become operative. 

Inasmuch as points one and two are pretty well 
understood, let us consider point three—and one very 
important new influence. The government now takes 
a hand in proposing a safeguard against unemploy- 
ment. By so doing it brings into operation a force 
that will increase prices of all finished commodites. 
The government sponsors, through the Black 30-hour 
(five days, six hours) bill, something so radical as 
a public measure of employment control that it has 
brought to Washington representatives of all busi- 
ness and all labor. 

The basic idea back of this movement for a shorter 
week is to spread labor by compulsory legislation. 
For the first time in American history individual 
rights as to hours of work for male adults are to be 
controlled. 

Shoe manufacturers and tanners of leather are in 
Washington, not in direct opposition to a shorter 
week as much as in opposition to a proposed amend- 
ment to have within each industry a super body that 
will control production, control wages and control 
working time. This really means nationalization of 
industry, if it goes that far. 

The understanding is that the super body in each 


Rises Come with Recovery 











industry will include three manufacturing represent- 
atives, three labor representatives and three general 
public representatives. This is the proposal that is 
challenged by both representatives of business and 
representatives of labor. 

The leader of the American Federation of Labor 
says: “The American Federation believes the fixing 
of minimum wages by wage boards would be a risky 
adventure for labor. While it would help some, it 
would injure the great bulk of organized labor. Give 
us the right to organize and we will right wages 
through exercise of our economic strength. We favor 
a law compelling employers to permit us to organize. 
We believe that the minimum wages might, under 
this proposal, become the maximum. Wages would 
then be pegged at a low level. All we want is to 
be free.” 


Naturally, organized labor wants 
the right to do collective bargaining, but many em- 
ployers are opposed to dealing with business agents 
or “walking delegates” of the union because they are 
too aggressive and are not fully informed as to con- 
ditions within a particular plant. Employers prefer 
to deal with representatives of their own workmen. 
The maintenance and improvement of wage rates is 
something that should be kept individual to a plant 
or a community or a grade, or a type of product. The 
real fight is harnessing of industry by govern- 
ment to diminish unemployment and sustain wages 
artificially. 

If government demands the right to limit the 
work week, control production and to regulate wages, 
then it is going too far down the line of nationaliza- 
tion of industry. That’s the reason why industry and 
labor are fighting together in Washington. 

A shorter week’s work, with goods selling at 
today’s prices, would mean still further reduction of 
wages per worker. But this defeats the purpose oi 
[TURN TO PAGE 39, PLEASE] 
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/ ENNA JETTICK SHOES 
for FALL, 1933 


$¢-66(606060660664FF FFF $$$ 





Our salesmen are now out in their 
territories with samples of ENNA 
JETTICK Shoes for delivery this Fall. 


The most complete line we have ever shown, 


has four new Welt Lasts featured! 


MORE MARK-UP 


Our prices are reduced as of 


May 1st.—but retail prices of 





















‘You need no $440 and $500 


longer be told that 

you have an ex- 
; 29 

pensive foot to EEE 


which are still the best prices at which 











ENNA JETTICKS 


can be sold at retail, remain 


the same. 


Our In-stock Service cannot be equaled 
Send in your sizes on Enna Jettick Shoes 


Enna Jettick Suoes, INc., AuBurRN, N. Y. 
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Foot Health Week Observance| 





Foot Trouble Can Be Prevented by Wearing the 
Right Size and Style of Footwear 











Bring Your Foot-Comfort Problems 
To These Merchants For 
Expert Economic Solution! 








Nery, very few people ¢ clute freedom from or velieved, years ago. They can today gain a mea 


From New England, from Cali- 















es; FOOT HEALTH WEEK is set aside a6 @ relief from their ailment by wearing the proper shoe. 


reminder for the entire comr 


fornia and from Cities in the i 
Middle West Come Reports of | 
Successful Community Coopera- | 
tion by Retail Merchants, Chirop- 
odists and Newspapers in 
Campaign to Make the Public 


. More Foot Conscious 






ercha 
fast and weight they should wear, The service cos! 
nothing ° 












If the feet r@juire professional atient 
man will tell you so. His business 


discuss your foot problems 
the right shoe, Any pain in the fee! 1 









There are many men, women and children sufferin 1 —_Ll-Bitting shoes eause arches to sag, callouses to form, toes 
today from foot afflictions which could have been cured, to contract, corns to grow, nails turn in, ete. 
















Arch-Aid Shoe Shop Halfinger's Boot Shop 


138 Temple Street Lacotn Hudding, 966 Church Servet 138 Orange Street 
shee fer Be ond B mwe deka jcperamancelbaat ad treme Freee &) Ea 
Harry's Shoe Store 
Emerson-Darby, Inc. 27 Church Sweet Reglino Shoe Company 
ad tention Rarer tenrerg Toate We pons cio 
rere thats tee GG One Romee sere Buk Te Ph the Ame 


M. Myers & Son 













The Fashion Booterie 
161 Orange Sweet John P. Lund Co. tages teas 


rahe woe 845 Chapel Street One Segtn oF Comter 





The Gamble Desmond Co. MALLEY'S 
“The Rite Shy of The Haven” Malley Arch Type and Matron Shors for Women 990 Chapel Street 
Semen Gove Wants) ond - Re veo Smee hr Chabon 









A cooperative newspaper advertisement by merchants who 
sell shoes in New Haven, featuring the RECORDER’S Foot 
Health Week emblem. 





















































Extdencs accumulates from all pas eye 
parts of the country showing that Foot Health Week Analysts at ; Machines at 
has been fully as successful this year as it was a ree Pres elacec at 
year ago—even more so in some places. Newspapers 
did a real job of collaboration and retail merchants : 

aiid : Come In This Week and Have 
proved themselves alert to the opportunity. Mer- R E 
chants in many cities cooperated in community pro- Your Feet Analyzed FRE 
motions which developed a gratifying volume of oun mechinged toot und give fox on wanon: copert of oir Haaings. 
eee NO OBLIGATION NOTHING TO BUY 
Thirteen New Haven shoe dealers and department We will gladly recommend types of shoes or corrections to relieve 
stores cooperated in newspaper advertising of eee 
National Foot Health Week, April 17-22. The Shoe 
Dealers’ Council of the New Haven Chamber of pape sf ng pngheoacn gr onigmd 
Commerce, of which Raymond E. Hegel is secretary, gotiyels servis oh pan Gia pray a 
sponsored the promotion. —_— the day as possible. 
Members of the group met at the Walk-Over Shoe 
Shop, 930 Chapel Street, April 12, to discuss plans for es ae eric dae ce ee et poe 
the event. Harry Isaacs, of Harry’s Shoe Store, 37 Cody eft nam/ueRan 6 Ui at pate ta your Seat. 
Church Street, presided in his capacity as chairman nm BROUWERS .....:: 
of the Council. Raney Fes The Home of Reaatel Tookweat scent 
Large display space was taken in the two New 





ae eR newspapers, with the following keynote: Here’s how Brouwer’s, of Milwaukee, advertised Foot Health 
Bring Your Foot-Comfort Problems to These Mer- Week and the value of scientific foot service. 
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JWALKER’S MARATHON ENTRY BLANK | 


L 
Gentlemen’s Marathon Ladies’ Marathon 
WEDNESDAY, APRIL 19 SATURDAY, APRIL 22 
Starting Time 12:30 P. M. 


Starting Time 10:15 A. M. 
| PRIZES | PRIZES 
Ist $10.00 2nd $5.00 


Ist $10.00 2nd $5.00 
3rd $3.00 4th $2.00 3rd $3.00 ° 4th $2.00 
Sth $1.00 


5th $1.00 
Ten—(10)—Pairs Strand Passes Ten—(10)—Pairs Strand Passes 
To the next ten (10) finishing the § TR AND 


Te the next ten (10) finishing the STRAND 
THEATER offers to each one (1) Pair Passes. THEATER offers te each one (1) 


chants for Expert Economic So- 
lution—Every Foot Trouble Can 
Be Prevented by Wearing the 
Right Size and Style of Foot- 
wear.” 

Sydney Stokes, proprietor of 
the Walk-Over shop, told Boor 
AND SHOE REcorper that his store 
did very well on corrective shoes 
and arches during the week in 
spite of the handicap of three days 
of rain. A school demonstrator 
was on hand to consult with pa- 
trons. Other dealers who partici- 
pated in the week’s drive ex- 
pressed satisfaction with results. 

Participating stores were the 
following: Arch-Aid Shoe Shop, 
138 Temple Street; Emerson- 
Darby, Inc., 156 Temple Street ; 
The Fashion Booterie, 161 Orange 
Street ; The Gamble-Desmond Co., 
900 Chapel Street; Halfinger’s 
Boot Shop, 956 Church Street ; 
Harry’s Shoe Store, 37 Church 
Street; J. Johnson & Sons, Inc., 
85-89 Church Street ; The John P. 
Lund Co., 845 Chapel Street ; The 
Edward Malley Co., 904 Chapel 
Street; M. Myers & Son, 135 
Orange Street; Reglino Shoe Co., 
829 Chapel Street; Rosenfeld’s, 
791 Chapel Street, and the Walk- 
Over Shoe Shop, 930 Chapel 
Street. 
































STARTER 


Peter F. Gray 
Mayer of Lansing 














MARATHO! FOR BOTH RAC STARTING 
N ——— Ton Orend River A threugh NORTH LANSING to 
WEST on ve nue, 
RACE. COURSE ®=, trees: ant North Washington Avense: make complete left turn, thence straight SOUTH on 
Washington Avenue to FINISH ix front of Strand Theater. 











tm attendance over the entire reate for beth races. 


All entrants will be required to appear before the Rales Commitice om the morning of each race at a time to be set and all entrants duly 
notified, in order that each may receive full instructions. Any violation of rules as taid dewn by the Commitice will mean immediate dis- 








Have you ever experienced any form of foot trouble? 
Would you be interested in a free foot examination by a licensed chiropodist? 








NATIONAL FOOT HEALTH WEEK ACTIVITIES SPONSORED BY THE FOLLOWING PROMINENT SHOE 
AND LICENSED CHIROPODISTS OF LANSING AND EAST LANSING. 
HARRYMAN’S SHOE STORE PAGE & LAMERSON 
J. C. PENNEY COMPANY 
&. & H. SHOE STORE 
SRUBEL COMPANY 
ToDp’s SHOP 
WARD'S SHOE STORE (N. Lansing) 








DR. E. B. SCHOENLEBEN 
BAUCH BLDG. 

















Marathon races, starting from the State Capitol, were a novel and interesting feature 
of the Lansing Foot Health Week observance, giving opportunity for excellent publicity 
in the newspapers. 


Across the top of the page was an_— article bore a two-column head 


aoe far away 
Santa Barbara, California, comes 


the news that retailers there 
worked successfully in coopera- 
tion with the newspapers to pro- 
mote Foot Health Week. More 
than two-thirds of a page in the 
Santa Barbara Daily News helped 
carry the message to the public. 


eight-column streamer reading: 

“Observance of National Foot 
Health Week Recalls ‘Forgotten 
Member’. ” 

“Good Feet Basis of Body Com- 
fort, Specialists Say” was the one- 
column heading on a_ feature 
article about three-quarters of a 
column long. Another and shorter 











FREE FOOT EXAMINATION CERTIFICATE 





Tuesday, April 18 
7to 9 P. M. 


This certificate entitles bearer to a FREE FOOT EXAMINATION, when 

presented to any of the Licensed CHIROPODISTS named below, on the 

date and at time specified: 

Wednesday, April 19 
to 9 P. M. 


Friday, April 21 
7 7to 9 P. M. 








THIS CERTIFICATE MUST BE SURRENDERED AT TIME OF EXAMINATION 





reading: “Chiropodists Lay Many 
Ills to Improper Care of Feet.” 
“Give Your Feet a Chance. Buy 
Health Shoes of Quality Fitted 
By Experts,” read the headline of 
an 11-inch two-column advertise- 
ment of Michel A. Levy which 
displayed Arch Preserver and 
Foot Delight shoes for women 
priced from $6.75 to $10.50; and 
Slater and Foot-Joy shoes for men 
priced from $8.50 to $10.50. 
Rodenbeck’s used large space tu 
stress the advantage of Walk- 
Over and Red Cross shoes. “How 
To Keep Your Slippers On After 





5 w. Dr. H. A. Martin 

Dr. Alfred W. Bass 

Capital Bank Tower Beauty Shop 
REMEMBER: “You Are Just as Old as Your Feet.” Take Care of Them. 


6 P. M.” was the headline of the 
former which went on to say: 
“Don't blame your evening slip- 

[TURN TO PAGE 36, PLEASE | 


Dr. E. R. Schoenleben 
Bauch Bidg. 




















The foot examination certificate that played an important part in the Lansing, Mich., 
promotion of Foot Health Week. 
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What happens 


when a store takes on the 
FOOT HEALTH HEADQUARTERS franchise 


JAN.| FEB.|] MAR.| APR.| MAY |JUNE]JULY | AUG.| SEP. | OCT. | NOV.| DEC.] JAN. 


1933 






























BECAME FOOT HEALTH HEADQUARTERS 

























































180 YEARS BECAME FOOT HEALTH HEADQUARTERS 
accumulated experience 
ask you: 

WHY EXPERIMENT? 


































Back of the O S I line of Modern 
Orthopedic Footwear is an accu- 
mulated experience of 180 years 
in the designing, making, and sell- 
ing of health shoes. 

















































GROUND GRIPPER Shoes—The This chart shows actual instances of faces. And, like faces, feet divide 
i original flexible arch shoe famous increases in sales volume when these themselves into a few fundamental 
f pte “7 US y sation —— stores — formerly carrying only one types. To get the health shoe busi- 
E to relieve foot ailments. brand of health shoes—became Foot ness you are entitled to, you must be 
CANTILEVER Shoes—This is the Health Headquarters. able to provide a type of shoe for 
famous shoe with the flexible arch each type of foot. No one health 
and scientific features that for 20 Surprising? Not a bit! We knew it 






years has combined unfailing shoe alone will permit you to do that. 


comfort with good looks. 


PHYSICAL CULTURE Shoes— 
Known for 55 years to thousands 
of “hard to fit’? women for the share of the vast market for ortho- 
restful comfort of their built-in 
arch and the modishness of their 





would happen. We knew that any 





retailer who had been selling only one 






Orthopedic Shoes, Inc., does provide 





I h 1 h 
health shoe could get a much larger a type of shoe for each type of foot 







. in its non-conflicting line of 





pedic footwear under our plan. 






Modern Orthopedic Footwear . . 





















mee. Human feet differ just as do human Without any great increase in your in- 
oe Kae Serene nee ventory. Trains your salespeople in 
| Famous Features. Successfully . YOUTH I, the correct fitting of these om to 
: combine smartness of appearance A ° L feet. Offers you merchandising as- 
with lasting, satisfying comfort. S o sistance of proven worth. Enables 
< ’ egy you to build—as Foot Health Head- 
TRADE MARK quarters — a profitable year - round 
F 0 0 T ALT Hi business free from all the risks of 
HEADQUARTERS aimee 
a ee ee ee Write us at once for particulars. 











ORTHOPEDIC SHOES, Inc. 


9-11 East 37th Street 
NEW YORK 
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Governmental Price Lifting Plans 


Purpose of Controlled Inflation to Increase 
Purchasing Power of Masses 


F ew people realize that the 
wholesale commodity index was 2 per cent higher in 
1926 than it was in the boom year—1929. If the 
purpose of inflation is to increase the American com- 
modities price level to the 1926 level, it has a whale 
of a job ahead; because it would involve a general 
65 per cent improvement from the present level. On 
the average, commodity prices are today about 20 
per cent higher than they were in the all-time low 
of February, 1933. 

The administration has no definite goal for prices, 
but unofficially looks forward to about 20 per cent 
above the present prices for raw products of the 
field, mine and forest. Sugar is almost the only im- 
portant commodity which stands higher now than it 
did in 1926. 


* * * 


The public is in the stock market for the first time 
in more than a year and a half. Brokers are happy, 
but the optimistic balloon may be punctured by cau- 
tious insiders who ease out with their profit taking. 
An important section of the speculative side of the 
stock market intend to hang on for 1926 stock market 
price levels. They argue that the governor aims to 
get commodities back to those heights—so why not 
stocks. But the best authorities believe that such 
levels are unattainable without sharply increased earn- 
ings based on the spread of consuming power. 





The Stock Exchange listed 1081 stock issues at 
the end of 1926. By the end of 1929 the number 
had grown to 1293. Present figures are 1223—a 30 
per cent deflation would carry well below the 1926 
total. It looks as though a number of “cats and 
dogs” now listed will be dropped from the big board. 


* * xX 


Washington is crowded with manufacturers, asso- 
ciation representatives and labor agents. The battle 
is on the principle of the Black 30-hour week (six 
hours a day) bill now before the House Labor 
Committee. 

Representatives of labor and big business are, for 
the first time, in accord. Both sides declare distri- 
bution of jobs is a national problem and that if the 
shorter week would put more to work it is a good 
thing. But both organized labor and organized busi- 
ness believe that the fixing of minimum wages by 
wage boards would be a risky venture for labor. 

Mme. Secretary Perkins has asked for dictatorial 
powers so that in each industry controlled production 
will carry with it controlled wages and controlled 
hours. This leaves little flexibility for either organ- 
ized business or organized labor. 

The labor forces state that a standard wage will 
have the result of pegging all wages at a low level. 
The present feeling in Washington is that the shorter 
[TURN TO PAGE 40, PLEASE] 
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As smart as the beau monde on the Champs 
Elysées ... as the spectators at a Hunt 
Meet! ... Color No. 32: the newest Sur- 
pass Glazed Kid! 


As we release it to the Trade we feel that it 
is its own most convincing sales argument 
... that no words could more powerfully 
portray its value to manufacturer* and mer- 
chant than can its actual feel and appear- 
ance. To those at the Tanner’s show May 8th 
and 9th, and to everyone who has inspected 
this exquisite Kid, we feel we can say noth- 
ing to addto their appreciation of its beauty. 


For those who have not yet seen it, we want 
to stress two considerations ... 1. In every 
orga of uniformity and workability this 

id has satisfied our most searching and 
thorough tests, 2. The particular shade of 
color we have so carefully blended is 













SURPASS 


Black and colored glazed kid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 
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'The new SURPASS COLORED KID 
jhas been carefully blended 


iw 


to give Fall shoes both Fashion 
and Harmony appeal 


peculiarly adapted to combine the dual 
appeal of authentic Fashion, coupled with 
an almost magic ability to harmonize with a 
surprisingly wide range of costume colors. 


When you study this new shoe shade, you 
will note the way it harmonizes with sharply 
contrasting hues over a wide color range. 
Perhaps you will understand why a recent 
group of se, fashion and color experts 
spontaneously prophesied it would be one 
of the most acclaimed and popular colors 
the Fall of 1933 will have. 


*(To the retailer: think what it will mean 
to your woman’s trade to be able to offer a 
shoe exquisite in its color, and harmonizing 
with almost every morning or afternoon 
dress in any wardrobe. To the manufacturer: 
if aon have not yet seen this Color No. 32... 
ask us to bring you a sample for inspection.) 


LEATHER CO. 


gth & Westmoreland Sts. 
PHILADELPHIA 
New York Boston Chicago 
Cincinnati Milwaukee St. Louis 
London (England) 
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Foot Health Week Observance 


pers if your feet feel tired. How about 
those shoes you wore all day? What 
did they do to absorb the jolts of walk- 
ing—to store up your pep for an even- 
ing’s fun?” 

“Slip Two of Your Feet Into Each 
Shoe,” said the Red Cross advertise- 
ment, which went on to explain that 
the reference was to the “sitting foot” 
and the “walking foot,” both of which 
are taken into consideration in the last 
measurements. 

The Ralph Runkle Bootery took a 
7-inch, two column advertisement to 
tell about the Florsheim Feeture Arch 
shoe and a smaller advertisement in- 
viting the public to try the store’s 
X-Ray machine. 

A. C. Harvey announced a free ex- 
amination of feet by a foot expert, 
quoted as saying: 

“When you try to fool your feet, the 
joke is on you.” 

Foot Health Week in Lansing, Mich., 
will be long remembered by retail shoe 
men, licensed chiropodists and the gen- 
eral public as a real service giving 
event. 

Through the efforts of a live group 
of retail shoe men, the entire shoe 
trade of the town soon became en- 
thusiastic over the possibilities of put- 
ting this national promotion across in 








[CONTINUED FROM PAGE 32] 






a big way. As soon as the local news- 
papers were advised of the undertak- 
ing, their wholehearted cooperation was 
proffered. 

As an opener the following story ap- 
peared in The State Journal: 

“Twenty prominent retail shoe deal- 
ers of Lansing and East Lansing, to- 
gether with licensed chiropodist, are 
joining to celebrate with varied activi- 
ties National Foot Health Week, April 
17 to 22 inclusive. 

“The committee in charge is making 
plans to turn the public ‘foot-minded’ 
during the week. Outstanding in the 
events planned is a men’s walking 
marathon race to be staged Wednesday, 
April 19, and a women’s walking mara- 
thon race on Saturday, April 22. Per- 
mission has been granted by the police 
departments of Lansing and East 
Lansing for the holding of these and 
police escorts are to be.supplied to 
protect the racers. 

“The course over which the ‘bunion 
derbies’ will be held is from the front 
steps of the State Capitol east on Michi- 
gan Avenue to the traffic tower at Ab- 
bott Road, East Lansing. Turning left 
course continues west on Grand River 
Avenue through North Lansing to 
Grand River and North Washington 
Avenue. Turning left the course con- 











tinues south to the finish point in front 








of the Strand theater. The distance j; | 


approximately nine miles. 
route will be official checkers. 


Along the} 


“Prizes are being offered by the pro. | 


moters. 


In each of the men’s an 7 


women’s races the first prize will be $1(/ 
cash; second, $5; third, $3; fourth, $2." 


and fifth, $1. 


To the next 10 racer; | 
finishing in each of the men’s and” 


women’s events the Strand is offering © 


one set of passes. Entry blanks for the 
races will be in the hands of all retail 
shoe dealers who are cooperatiny as 


well as the chiropodists and during © 
National Foot Health Week the chirop. | 


odists identified with the movement wil! 
give free foot examinations. 


“Coupons for such examinations may 4 
be obtained from any of the shoe deal. © 
ers cooperating or from the chirop- 4 


odists themselves. 


“Special sections will be published in ~ 
The State Journal next week devoted — 
to foot health, with articles by na-/ 
tionally known authorities on the sub- ~ 
that | 
many ills of the human body are caused | 
by ill-fitting shoes and deformed feet. 7 


ject. It is generally conceded 


Properly fitted shoes or corrective treat- 
ment can eliminate many of these 
troubles. 


“Louis Weiss, D. S. C., a nationally 











The Most Sensational 
Value Ever Offered! 










“Riding 
For Women 


$7.50 





Per Pair 


English-Made 


SITUATED 
Boots BEAUTI 
For Men CAPITOL PARK 
$8.50 
‘Per Pair 


Harrisburg Headquarters 
for the Boot and Shoe Trade 










ON 








FUL 
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Every dealer should take immediate ad- 
vantage of this extraordinary opportu- 
nity to merchandise Colt English made 
Riding Boots at a price that will result 
in a large, profitable volume. 


WRITE TODAY FOR CATALOG EM 
COLT-CROMWELL CO., Inc. 


EST. 1899 
1239 Broadway—New York City 










Also In Stock at 
911 So. Los Angeles St. 
Los Angeles, Cal. 














®@ Harrisburg's newest hotel offers superlative service 
Situated on beautiful 







in the most modern manner. 
Capitol Park, it affords a view unequalled in the city. 








Single—$2.50 to $4.00. Double—$4.50 to $6.00 
None Higher 


; The HARRISBURGER 
HARRISBURG, PA. 


Direction—American Hotel Corporation 
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™ a effect of perfect display with a few pairs of Fairy Forms. You can get 
a may 4 them from your manufacturer or direct from us. Write today for folder 
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prominent chiropodist of Detroit, for- 
mer vice-president of the National As- 
sociation of Chiropodists, is scheduled 
to speak on Wednesday, April 12, at 
9:45 before an assembly of Central 
high school students on the subject of 
foot health. It is planned to have other 
speakers on various programs next 
week. 

“A series of scientific articles will be 
published in The State Journal dealing 
with the subject of feet. These articles 
are contributed by authorities on the 
subject. 

“A list of shoe dealers and chiropo- 
dists cooperating in the movement is 
published here and any person 16 years 
of age or over wishing to enter the 
walking races may secure entry blanks, 
also the certificate for the free foot 
examination.” 

The list of those cooperating fol- 
lows: 


Shoe Dealers 


F. N. Arbaugh Company, 401 South 
Washington Avenue. 

Burton’s Walk-Over Boot Shop, 221 
South Washington Avenue. 

Davis Shoe Store, 205 South Wash- 
ington Avenue. 

Davidson—The Style Shop — Shoe 
Shop, 116 West Allegan Street. 

DeCamp’s Shoe Store, 153 Haslett, 
East Lansing. 

W. L. Douglas Shoe Store, 233 South 
Washington Avenue. 

Hanover Shoe Store, 
Washington Avenue. 


120 South 








Melbourne, Australia 





Harryman’s Shoe Store, 118 South 
Washington Avenue. 

Jay’s Shoe Shop, 4-6 Strand Arcade. 

G. R. Kinney Company, 309 South 
Washington Avenue. 

J. W. Knapp Company, Washington 
Avenue. 

Merritt & Bailey, 112% North Wash- 
ington Avenue. 

Miller-Jones Shoe Company, 
North Washington Avenue. 

Page & Lamerson, 332 South Wash- 
ington Avenue. 

J. C. Penney Company, 
Avenue at Washington. 

R. & H. Shoe Company, 108 North 
Washington Avenue. 

Sears-Roebuck & Company, 300 East 
Michigan Avenue. 

Shubel’s, 210 North Washington 
Avenue. 

Todd’s Boot Shop, 207 United Build- 
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Michigan 


ing. 
Ward’s Shoe Store, 222 East Grand 
River Avenue. 


Chiropodists 


Alfred W. Bass, 416 Capital Bank 
Tower. 

H. A. Martin, Olds Hotel Beauty 
Shop. 

E. R. Schoenleben, 707 Bauch Build- 
ing. 

An entry blank for “Walker’s. Mara- 
thon” was very cleverly worded in that 
it had these two leading questions: 

“Have you ever experienced any 
form of foot trouble? 

“Would you be interested in a free 

















foot examination by a licensed chirop- 
odist?” 

Prizes were given to the marathon 
contestants in both the men’s and 
women’s classes. All along the course 
hundreds of interested watchers cheered 
the contestants. Mayor Peter F. Gray 
was the official race starter, Charles 
Bachman, new football coach of the 
Michigan State College, and Ernest 
Crosbie, Olympic Games Marathon 
champion, were among race officials. 

Special sections of The State Journal 
were published on Monday, Wednesday 
and Friday during Foot Health Week, 
in which all the special advertising and 
publicity on “Foot Health” were segre- 
gated. Each store carried its own pub- 
licity on its individual special lines. 

All store advertising and publicity 
bore the official Foot Health Week 
poster reproduction. Mats of these, re- 
duced down to a two inch size, were 
furnished by the newspapers without 


charge. 
“Free Foot Examination Certifi- 
cates,” distributed all through the 


Lansing trading area, did much to give 
prominence to the licensed chiropodists 
who took an active part in the move- 
ment. These certificates entitled the 
bearer to a free foot examination be- 
tween the hours of 7 and 9 on either 
Tuesday, Wednesday or Friday even- 
ings. 

Foot Health Week posters occupied 
prominent places in the city, for they 
not only appeared in the windows of 
[TURN TO PAGE 41, PLEASE] 
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THALIA hal 
19/8 Heel VALENCIA FANTAN hal 
R-567—White Kid—$3.75 16/8 Heel wo 
R-568—Mat Kid—$3.75 19/8 Heel 
R-569—Blue Kid—$3.75 R-531—Blue Baby Calf-——$3.75 cle 
R-532—Chaff Baby Calf—$3.75 R-539——Chaff Baby Calf—$3.75 , 
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R-588—Gun Metal Calf—$2.85 20/8 HH 
R-589——White Calf—$2.85 : “a 
R-432—White Kid—$3.25 C 
R-442—Black Baby Calf—$3.00 
R-490—Brown Kid—§3.25 ‘ 
R-525—Blue Kid—piped in grey— ; 
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Rises Come With Recovery 
[CONTINUED FROM PAGE 28] 


all the present government moves to increase pur- 
chasing power as well as employment. 

Out of it will come some compromise solution, but 
the shorter work week is almost a surety and it would 
naturally bring about an increase of wages, with or 
without governmental control. We emphasize this 
point, at this time, to illustrate the fact that there 
are {urces at work to artifically increase the price of 
all goods. We doubly stress the point brought out 
in last week’s editorial—that even though the buying 
habits of the public show no change, the buying 
habit: of the merchant will be forced to change. It 
would be folly for him to rush into old-fashioned 
clearance sales in the next two or three months, when 
he will be forced to pay more money for new goods. 

So you see, there are pressures behind the price 
structure indicating higher prices soon. The in- 
crease of retail prices will lag behind increases in 
wholesale prices. The merchant has this point in 
his favor—wages, rents and interest rates rise more 
slowly if we are in a period of recovery as against 
one of depression. 

We must expect costs of production to rise more 
rapidly than prices. The merchant will resist price 
increases because he feels he cannot immediately get 
an increased price from his public, but what he can 
get is a level of price, providing he doesn’t use clear- 
ance sales for the dumpage of regular goods. He 
naturally will have to clear perishable goods, but only 
at the end of a season. 

The first correction, therefore, comes in looking 
at the stock on hand, in stores, as good stock worth 
the prevailing retail price. 


Sports Knowledge Sells Shoes 


New Haven, Conn.—Talking football to college 
men and attending basketball games has proven a 
profitable policy for Charles H. Albonesi, manager 
of the shoe department in the New Haven, Conn., 
store of French, Shriner & Urner, particularly in 
building his market for sport shoes. 

Mr. Albonesi, who is known as “Charley” to a host 
of Yale men, deliberately set out to add to his knowl- 
edge of the fine points of football in order to be able 
to discuss the game with his customers, and he makes 
it a policy to attend every home basketball game at 
Yale. Being seen at the games is good advertising 
for his store. 

Although he became shoe manager at New Haven 
only last September, Mr. Albonesi has already in- 
creased the store’s shoe sales both in pairs and cash 
over the previous year, a showing which he attributes 
largely to his cultivation of the Yale sport fans. Not 
an athlete himself, Mr. Albonesi has developed knowl- 
edge of sports in order to talk with his customers. 


S JAPON 


QUALITY 87 


HOW TO MAKE 
A LEADER 


MART design alone can't 

consistently sell slippers. 
Back that design with ZAPON 
LEATHER CLOTH, Quality 87 (for 
slipper uppers), and you'll be 
launching a leader. 


Quality 87 has personality, style. 
It is offered in a variety of rich 
colors and finishes that makes 
satisfied sales. 


There are other ZAPON grades 
that possess equal qualities of 
leadership. 


Soft, suede-like, IZARINE is 
onother suggestion for slip- 
per uppers, that possesses 
amazing sales potentialities. 


[ZARINE 


“The Standard of Quality Since 1884” 


™ ZAPON comeany 


A Subsidiary of Atlas Powder Company 


<i> STAMFORD 


CONNECTICUT 
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Governmental Price Lifting Plans 
[CONTINUED FROM PAGE 34] 


week will become law—five days a week—six hours 
per day—with a proposal allowing industries to oper- 
ate on a 40-hour week basis for 10 weeks a year, to 
meet seasonal bulges. This law is expected to spread 
purchasing power and if price levels rise, to in- 
crease it. 

i.e -9 

Hides are off the gold standard in the world’s 
markets. The forces of inflation are at work, and 
they are so vast that none within the trade can exer- 
cise any control over them. Boston brokers, dealing 
in hides and skins, report that foreign dealers now 
are advancing prices in proportion to the decline in 
the value of the American dollar in foreign financial 
markets, excepting in those instances, now increas- 
ing, in which hide and skin prices are quoted in 
French francs. One broker tells of advances of 30 
per cent on some kinds of hides. Another tells of a 
cable from Europe informing him of a 20 per cent 
mark-up on calfskins. 

These advances in foreign quotations increase the 
inflation of hide and skin prices in American markets. 
Hides were sold at 8 cents a pound last week, against 
6 cents a few weeks ago. Sole leather is up several 
cents a pound, an advance of 5 cents being reported 
on one line. Upper leather is up anywhere from 5 








HANNAHSON'S 


white linen sandal 





No. 688 White Linen Sandal. 47 last, 15/8 Cuban heel. 
No. 687 White Linen Sandal. 42 last, 20/8 full Louis heel. 


© WRITE FOR OUR CIRCULAR .. . It will pay you 
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to 25 per cent above quotations of preinflation days. 

Tanners and shoemakérs; too, are pretty much at 
sea as regards future prices, for, as has already been 
stated, this inflation is bringing into action forces 
over which they have no control. 

* %* * 

Despite strenuous objections and opposition by in- 
terests operating chains of stores in Maryland, Gov- 
ernor Albert C. Ritchie signed the chain store tax 
bill passed by the last Maryland Legislature which 
imposes a tax on chain stores in Maryland ranging 
from $5 to $150, depending upon the number of 
establishments. The bill calls for a tax fee ranging 
from $5 each for two and not more than five stores 
up to $150 for each store in excess of twenty. . 

In a statement outlining his reasons for signing 
the measure, the Governor stated in part: “It is the 
duty of the State to undertake to restore to its inde- 
pendent merchants and business men their equality 
of opportunity and to preserve for them their equal 
right to work and earn a living at pursuits which have 
been established since the beginning of the Republic. 
This bill undertakes to do this by subjecting the 
chain stores—whose operations are imperiling the 
opportunities and rights of the merchants of Mary- 
land—to the burden of graduated license fees of the 
kind prescribed. This bill imposes a license fee on 
each separate store established, maintained or oper- 
ated under the same supervision or ownership. 





Is this the Time 


To Buy 
To Hold 
To Sell 


and What and Why? 


The answers to these questions are important 
to you. They will not be found in the study of 
news. Developments moving at such a rapid 
rate leave no room for guesswork. You must 
have facts—unbiased facts. This is not only 
true of your personal investments but manage- 
ment of your business as well. 


The Brookmire Economic Service has been sup- 
plying facts for 29 years to leading business 
executives and investors. Its clear definite 
interpretation of conditions has been invalu- 
able. Now more than ever before it can be 
useful to you. Send for a description of it and 
for our latest bulletins on the Business and 
Investment Outlook. 


Address Department BSR45 


The Brookmire Economic Service, Inc. 
551 Fifth Avenue, New York City 
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Whites Take Their Place in the 


Sun 
[CONTINUED FROM PAGE 17] 


All-white shoes eliminate the neces- 
sity of watching the accessories and 
color harmonies. The utility appeal in 
keeping them always neat looking 
strengthens the decision in their favor. 
The all-white shoe serves so many pur- 
poses in the costume wardrobe that 
only a budget providing for more than 
one pair of shoes would permit a con- 
sideration of other types. 

Some outstanding patterns in all- 
white have introduced three materials. 
They are discreetly used in giving the 
shoe pattern importance. White pig, 
kid and mesh are cleverly combined in 
high-cut four and five eyelet oxfords. 
The attraction of the pattern is sur- 
vrisingly appealing. So cleverly have 
they been designed that only through 
sheer genius has it been possible to 
keep them from looking overloaded or 
clumsy. 

Oxfords and pumps, with a 20/8 
built-up leather heel, are a high style 
note. The grace of the heel, its sturdi- 
ness and color, contrasting with white, 
are fashion pulses, second only to the 
safety and security offered to the 
women who like to add height to their 
appearance, but fears for safety on 
slender heels. 

Foot health features have been rec- 
ognized in creating patterns. Perfora- 

[TURN TO PAGE 43, PLEASE] 








Foot Health Week Observance 
[CONTINUED FROM PAGE 37] 


the shoe stores, but in vacant stores 
and in street cars. Strings of linen 
colored pennants over the front of each 
store and across the streets did much 
in giving the week a gala appearance. 

Chiropodists and shoe men alike, 
when interviewed relative to the ulti- 
mate results of the week, were very 
much impressed by the direct returns, 
which all had reason to believe would 
be of lasting value through repeat 
sales. 


Pittsburgh’s Promotion Plan 
[CONTINUED FROM PAGE 18] 


is sponsoring the movement to focus 
attention on this type of footwear. Or- 
ganize your local merchants to get back 
of this promotion. The dates selected 
are May 22 to 29. This will be the peak 
selling period for shoes of this type. A 
cooperative effort will produce extra 
pairs, increase volume and add to your 
profits. Ask your local newspaper to 
do an editorial job ‘similar to that 
worked out by the Pittsburgh mer- 
chants’ group. 

Join in the drive to keep the wheels 
of the shoe industry turning—moving 
and in the right direction. The Na- 
tional Sports Shoe Week plan will go 
a long distance in bringing about 
profitable results. 
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Concentrate on a 
Certified Source 
of Supply 


NOW 


At no time in the past ten years has a certified source of 
supply been so important to the retail merchant. The 
economic world is revolving at a terrific pace. Uncer- 
tainty about price movements and accessibility of mer- 
chandise is widespread. To protect himself the retailer 
must place his confidence in manufacturers whose past 
performances certify them as honest, reliable business 
men. Only in this way can he be sure that his interests 
will be fairly considered—that his merchandise will earn 
the respect of his customers—that his prices will not devi- 
ate from the prevailing standards for the quality delivered. 


We rest our case on a twenty year record of honest service 
to the retailer—two decades of refusal to juggle with 
quality, price, or customers! 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 
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1 The GOODYEAR LOCKSTITCH 2 The LITTLEWAY LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH W/E SOLE STITCHING MACHINE 
MACHINE — MODEL O — MODEL C 
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Picture Outdoor Life in Sport 
Shoe Windows 


[CONTINUED FROM PAGE 22] 


Windows are powerful factors in any 
store’s selling and as such they can be 
used powerfully to put over any par- 
ticular sales campaign in which the 
store engages. Every merchant today 
recognizes that he cannot achieve his 
maximum of business merely by talk- 
ing about the high quality and low 
price of his merchandise. He must de- 
vise a succession of selling ideas and 
must train his sales artillery on first 
one objective and then another. Thus 
in April, the RECORDER recommended 
National Foot Health Week as a sales 
objective to follow the Easter style 
promotion. And thus in May we advo- 
cate National Sport Shoe Week (May 
22-29) as a general sales promotion 
plan to focus interest on sports foot- 
wear for men, women and children at 
the beginning of the Summer and vaca- 
tion season. 

The National Sport Shoe Week pro- 
motion lends itself particularly to the 
type of novel and original window dis- 
play that we have considered in the 
foregoing paragraphs as being the 
most effective type of display to sell 
shoes today. Moreover, sports shoe 
week offers abundant opportunity for 





the exercise of the display man’s im- 
agination in the creation of effective 
settings, backgrounds and arrange- 
ments of merchandise. 

Naturally the sports theme will dom- 
inate any window display planned to 
feature Sport Shoe Week. It is a theme 
than lends itself to a limitless number 
of ideas and treatments, which almost 
any display man can develop into in- 
teresting shoe windows. <A _ concrete 
suggestion is given in the window illus- 
trated at the beginning of this article. 
This idea can be used by any store, 
can be varied or adapted to suit the re- 
quirements of individual stores, or to 
fit any size or shape or window. Or the 
general idea can be changed in num- 
berless ways to serve the purpose of 
any store. Other sports, for example, 
can be featured in the background. One 
advantage of golf window, however, is 
the fact that it serves not only to focus 
attention on golf shoes but also serves 
as an appropriate background for all 
sorts of spectator sport types. 

Plan a good sport shoe window for 
National Sport Shoe Week, and follow 
up through Summer with frequent dis- 
plays on the sport shoe theme. 





Whites Take Their Place in the Sun 


[CONTINUED FROM PAGE 41] 


tions, punchings, cut-outs and slashes 
all contribute to the popular ventila- 
tion feature of Summer footwear. Per- 
mitting the feet to come up for air is 
gaining many followers who have ex- 
perienced a new release from burning 
feet during the torrid temperatures of 
Summer. Large punches and punches 
that are needle-point fine have been 
used for design ornamentation. 

T-strap sandals are favorites and 
will enjoy a prestige that should result 
in stimulating sales figures. The wide- 
strap type will carry over into white 
and share to a degree the popularity 
it experienced in the Spring selling. 

Pumps will not go simple, but like 
other patterns, will attract attention 
with perforations and punchings. An 
attempt to stray from the staple opera 
pump seems to have inspired manufac- 
turers to adopt decorations of this type, 
increasing the lure of the shoe and 
heightening its fashion appeal. The 
built-up 20/8 leather heel prevails on 
pumps in the high style realm and has 
attracted the attention of alert, fash- 
ion-minded buyers. 

Scarcely a white material has es- 
caped the gamut of patterns that will 
prove winners in the white parade. 
White buck and fabric, all-white buck, 
white pig, all over and combined with 








other leathers as well as fabrics, are in- 
dicative of the array of materials. Kid 
and calfskin in a majority of patterns 
is the base material. In using fabrics, 
especially the meshes, manufacturers 
have paneled the shoe with kid or calf, 
strengthening the construction. Many 
sandals are kid or calf with panels of 
mesh fabrics. For the most part, how- 
ever, they will be made of all calf or 
kid. 

Exposing the toe region of the foot 
in sandals is a thing of the past. More 
closed-up types will prevail. This is 
especially true of the vamps. The back 
part of the shoe swings with a wider 
sweep toward the arch, giving more 
support to the foot. This applies as 
well to the vamp line, which sweeps 
back further in its swing to the arch. 
This holds the ball of the foot more 
firmly. 

In an attempt to develop a distinc- 
tive style in white that would be termed 
“different,” white pique has been 
adopted to harmonize with the intense 
vogue for this material. Included in 
the promotion will be Palm Beach 
cloth, which has the approval of a well 
recognized style authority. 

Some sports effects have been accom- 
plished when used with white buck or 
pig by using underlays of color. 


| 









43 





“Kush-In-Eze” 


Hand Turned Footwear 





Ne. 157 
Black Kid 3 Eye Tle 
Patent Insert 
ocked A-D 


$2.10 





No. 202 
” Black Kid Two Strap 
Leather Lined 
Stocked AAA-EE 


$1.80 





No. 1575 
White Kid Tie 
White Pig Insert 
Stocked A-D 


$2.50 


SEND FOR 1933 CATALOG 
45 Styles In Stock 





Comfort is Always 
Important 


“Deflation” has changed many viewpoints— 
especially the importance placed on mere style 


by some women. Today, most women give 
serious thought to fit—comfort—purpose of 
the shoes they buy—and when good looks is 
added, as in “Kush-In-Eze,” sales are made 
easily. This accounts for the steadily i increas- 
ing business in “Kush-In-Eze” shoes. If you 
are not among the many who know the line, 
it will pay you to investigate. 


VAUGHAN -TOWLE 


SHOE COMPANY 


A DIVISION OF 
L. B. EVANS’ SON CO. 


WAKEFIELD, MASS. 
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Of all foot troubles, bunions are without a doubt among the 














most painful and unsightly. You can relieve them, very effec- j fl 
DrScholl'e Bunion Reducerfor tively, with these Dr. Scholl Aids for the Feet— ; 4 
Ne i a Sd In the case of ordinary, sensitive joints, recommend Dr. Scholl’s 4 7 
Zino-pads, Bunion size, to relieve the pressure . . . If there is 4 v 
a pronounced deformity, suggest Dr. Scholl’s Bunion Reducer, 1 

to protect the prominent joint as well as to even out the contour of the J 
shoe. (This device holds in natural warmth and moisture and thus ; p 
encourages reduction of the bunion by absorption) . . . If the great toe 3 3 
om farsi go sey is very much out of alignment, Dr. Scholl’s Toe-Flex should be worn ‘ 
to straighten the toe and prevent overlapping ... Bunions are often q 
caused by weak arches. Dr. Scholl’s Foot-Eazer distributes the body’s A 
weight and thus removes pressure from the affected joint ... In all . 
cases, treatment of the afflicted part with Dr. Scholl’s Bunion Lotion y 

will allay irritation and inflammation and reduce the swelling. 
Aside from the fact that these items all yield you a liberal profit, there : 
po cs se a ag is a satisfaction in knowing that when you recommend them you are I 
pe acta, pt 756. actually relieving a painful affliction and at the same time building up ] 
your store as a “headquarters for foot comfort”. There are many other 
° equally effective products in the complete line of Dr. Scholl’s Aids for I 
the Feet which offer you daily opportunities to increase your business ‘ 
and win friends for your establishment. Few lines you sell can do as 

much for you in this respect! 

F 
pag 392g 0p THE SCHOLL MFG. CO., INC. 
equalizing body weight—$3.50. 213 West Schiller St., Chicago 62 West 14th St., New York ( 
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Leather Prices Up 


Boston, Mass.—“Since announce- 
ment of the embargo on gold ship- 


“marking virtual abandonment of the 
gold standard and development of in- 
fiationary tendencies, prices of hides 
and leather have risen sharply. For 
the tanners it has turned distinctly 
from a buyers’ to a sellers’ market, the 
first time such a situation has pre- 
vailed in a long time. 

“There has been a rush of shoe man- 
ufacturers and other users to cover 
requirements, but tanners are indis- 
posed to take business except at good 
advances. 

“United States Leather Co. is re- 
ported very recently to have bought a 
quantity of hides at 8 cents a pound. 
As recently as April 17 the hide mar- 
ket was on a basis of 6 cents for light 
native cows and earlier this year it 
was 4% cents. 

“The action of hide futures on the 
New York Hide Exchange seems to 
point to further advances in the spot 
market. Futures took a sharp jump 
Monday afternoon and scored a fur- 
ther substantial rise this morning. 
September is quoted at 9 cents against 
Monday’s closing of 8.85, which repre- 
sented an advance of .60 over the 
previous close. The December delivery 
is 9.60, and March, 10.10. 

“Sole leather, as a rule, is up 4 or 
5 cents a pound from recent lows, rep- 
resenting increases of about 20 per 
cent. Heavy bends are up as much as 
7 cents a pound. The leather market 
has, however, for some time been out 
of line with hides on a replacement 
basis. A month ago sole leather was 
about 10 cents a pound below prices 
prevailing at the same time a year 
*. gy 


| “Upper leather prices have also ad- | 


| vanced sharply in the past week. In- 
|ereases range from 5 per cent to 25 
| per cent on some lines. The largest 
| advances have occurred in calf and 
sheep leather. Buyers and sellers are 
equally at sea as to the possible in- 
flation or degree of inflation, and shoe 


ments,” says the Boston News Bureau, | manufacturers, forced to pay more for 


| their 


leather, face the 
marking up shoe prices.” 


necessity of 


Sales Increasing in Texas 


AMARILLO, Tex.—The three leading 
department stores of Amarillo, Tex., 
one exclusive for men and boys, and 
the others ladies’ stores, report that 
shoe business is “coming up.” 

Alex Canon, head of the shoe depart- 
ment of Blackburn Brothers, clothiers 
for men, states emphatically: “The 
number of sales is up. Not only that, 
but our customers are buying a better 
quality of merchandise.” 

Moore Postum, women’s department 





MARKED UPWARD 
SALES TREND 


Miami, Fla—vVery significant is a comparison 
of the sales chart for the month of Burdine’s. 
It shows a marked trend toward the higher 
priced shoe. The department features shoes at 
$6, $8, $10 and $12.50, and on up. Only a very 
small percentage of sales were accounted for in 
the $6 line. At least 50 per cent of the next 
three numbers were $10 shoes; the $8 and 
$12.50 lines ran 25 per cent each. A few 
months ago a different sales percentage was 
shown, the lower priced shoes running far 
ahead of the ten dollar and more lines. 

Another interesting comparison is shown in 
the special Arch Preserver shoes featured at 
$8.50 and $12.50. Over a three months sales 
period there was only a difference of 23 pairs 
sold in the two lines. 

There is an upward trend in the retail shoe 
business. 


7S 











store, with Bayard Clouse managing 
shoes, says: “Sales in both money and 
pairage are up.” Sport shoes are 
shown by Moore Postum in the win- 
dows, especially with out-of-door en- 
sembles, and in the ready-to-wear de- 
partment where complete outfits are on 
display. Sport sales are beginning the 
Summer strong. 

Bryan Moore, of White & Kirk, wo- 
men’s department store, is optimistic 
for a good season. “Pairage sales are 
increasing.” While White & Kirk are 
eredit merchants, carrying over 3000 
charge accounts, cash sales are brisk. 
On an especially busy day recently, a 
salesman in the shoe department made 
only one credit sale during the entire 
day, and yet was busy and selling all 
the time. Demands for whites with 
conservative heels are heavy. 





Chain Sales Off 3.4% 


New York—Sales of the Melville 
Shoe Corp. for the four weeks ended 
April 15 totaled $1,945,178, compared 
with $2,013,562 a year ago, a decline 
of 3.4 per cent, the company reported 
today. For the 16 weeks ended April 
15 sales volume was $5,033,388, against 
$6,168,440, a decrease of 18.4 per cent. 





Better Grades Selling Well 


CuHIcagco—The Wolock & Bauer store 
that recently moved over from State 
Street to the corner of Randolph and 
Wabash, opposite Marshall Field & 
Company, is doing a gratifying busi- 
ness, according to Herman J. Kohn, 
general manager. The immediate re- 
sponse to the new location has been a 
growing demand for a better grade of 
merchandise, he says. The new store 
has a splendid display corner and is 
proving the value of an improved en- 
vironment, it is said here. The vol- 
ume of business right now is being 
done on the $8.50 shoe, according to 
Mr. Kohn. 
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Men's Fine Shoes 


OLD COLONY SHOE CO. 
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Shoes Now Retail $8.50 Up. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











Pays Official Visit 


PorTLAND, OreE.—David M. Graham, 
president of the Pacific Northwest 
Shoe Retailers, was the guest of honor 
at the March meeting of the local shoe 
chapter. 

A record attendance of the chapter 
heard Mr. Graham talk informally re- 
garding the continued need for the as- 
sociation. Also, he stressed the need 
for leadership, bold and aggressive, 
which was now necessary to restore 
confidence. 

Ham Fitts, Weyerberg manager in 
the Pacific Northwest, was also a guest 
of the Portland chapter and talked on 
controlled credits. 








Jack Taylor With Stripling 


Fort WortH, Tex.—Jack Taylor, 
who with his brother, Walter Taylor, 




















DATES TO REMEMBER 


Joint Styles Conference, Hotel Astor, 





Pacific Coast Shoe and Leather Exposition 


at Los Angeles ............ June 12, 13, 14 
Pacific Northwest Shoe Dealers Assaciation 
Convention at Portland, Ore.....Jjune ty 


Independence Day ................... 
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JACK TAYLOR 


operated the shoe department at Jack- 
son’s, has become associated with the 
shoe department at W. C. Stripling 
Company department store here. He 
has been in the shoe business in Fort 
Worth for the past 11 years. 





Changes Managers 


New HAveN, CONN.—Charles E. 
Halfinger has succeeded James F.. Bar- 
rett as manager of the Bostonian Shoe 
Department in the man’s clothing store 
of J. Johnson & Sons, 85-89 Church 
street. Mr. Barrett took charge of the 
department a few weeks ago following 
the retirement, due to illness, of Henry 
Pabst, manager for many years. The 
department which is operated by the 
Bostonian National Shoe Stores, has 
been moved from the rear of the John- 
son store to a new location at the left 
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Rochester Trade News 


Rofuester, N. Y.—The seventh re- 
tail store in the chain operated by Har- 
old A. Read of Binghamton was opened 
in York, Pa., it was announced here 
last week. 

James G. Bennett, former buyer for 
the Eastwood Company of Rochester, 
has opened a new retail store at 80 
Genesee Street, Auburn, carrying 
men’s, women’s and children’s lines. 

The Leckinger shoe store has moved 
from 35 Franklin Street to larger and 
better situated quarters at 43 Clinton 
Avenue North, Rochester. 

Edward Moss, former manager of 
the Geneva store for W. W. Dusenbury, 
has become manager of the Auburn 
store, supplanting James G. Bennett. 

George Pidgeon, who comes from 2 
family of shoe men, and brother of 
William Pidgeon, Rochester shoe re- 
tailer, has been named manager of the 
Thom McAn store at Olean. 


Celebrates With Sales Checks 


Detroit—Lou Fields, general man- 
ager of the Wise Shoe Company in 
Detroit, is celebrating his completion 
of 10 years with this organization, 
and has marked up two big weeks of 
sales increases in terms of correspond- 
ing weeks of 1932 to celebrate. Busi- 
ness for first week of April was 63 
per cent higher in number of units, 
while that for the second week was 
double that of the same week a year 
ago. The hosiery department had 15 
clerks behind the counters on the Sat- 
urday before Easter in order to han- 
dle the volume of traffic. 








Shoeman Talks to Teachers 


Detro1It—A talk was given on Sat- 
urday, April 13, by Steven J. Jay, buy- 
er of men’s shoes at R. H. Fyfe & 
Company, in the series of historical 
talks upon industries in the Detroit 
Historical Society Museum Auditorium. 
Audience was composed largely of 
school teachers, some with their pupils, 
and others interested in the history of 
various crafts. The Historical So- 
ciety is conducting a series of lectures 
on the history of local industries, in- 
cluding lighting, stamps, fire fighting, 
shoemaking, logging, police work and 
rubber tires. 





M. T. Shaw, Inc., Opening 
New England Branch 


SPRINGFIELD, Mass.—The McIntosh 
Co., old-established wholesale shoe firm, 
is disposing of its stocks at auction and 
is succeeded by the M. T. Shaw Co. of 
New England, Inc., a branch of M. T. 
Shaw, Inc., of Coldwater, Mich., which 
has opened a store in the McIntosh 
Building and will appoint field repre- 
sentatives in surrounding towns. Offi- 
cers of the new corporation are F. W. 
Knox, president, and C. A. Blodgett, 
treasurer, who were vice-president and 
treasurer, respectively, of the old 
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New Sullivan Store 


in Fall River 

FaLL River, Mass.—Francis E. Sul- 
livan, son of Daniel F. Sullivan, for- 
mer proprietor of D. F. Sullivan, Inc., 
who retired from the shoe business 
three years ago, has opened a new 
shoe store here. 





Announcing the Opening 
THURSDAY, APRIL 6th, OF THE 


F, E. SULLIVAN CO. 
SOUTH 


A NEW STORE and A NEW DEAL 
IN FOOTWEAR FOR THE FAMILY 
+ wh a great deal of pride’ and eathost 


the opening 
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for men and women 
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t, a complete range of sizes and widths to 
very type of foot. 

ccial fitting service will be featured, 


) individoal, careful attention being given 
tustomer. You will find it easy to 
; you «@ 














Mr. Sullivan was born in this city 
and educated in the public schools and 
was graduated from Georgetown Uni- 
versity in the class of 1922. After 
graduating from college, he was in 
business with his father for several 
years and has made a close study of 
shoe manufacturing and retail store 
management. The new store will spe- 
cialize in well known makes of high 
grade shoes for men and women. 


Mr. Sullivan is entering business un- 
der favorable circumstances, in a con- 
venient location, 152 South Main 
Street, and is well known and active 
in sports in this city. The new store 
will be conducted under the name, 
F. E. Sullivan Co. 





New Detroit Store 


Detroir—Irving Litinsky has opened 
the Lion’s Friendly Shoes at 15333 
Livernois Avenue. 





TRY THIS WINDOW IDEA 


Chicago—The Palmer House Boot Shop has 
an interesting shelf in their window right now 
which calls attention to the three heights of 
heels most in demand. The shoes “back up” 
to the window shopper, giving her a chance to 
make close observations. Announcements ac- 
companying this display say: 

3-inch theatrical special 

2%-inch for dancing 

13%4 for general wear. 


Another shelf illustrates the three types of 
vamps popular this season — the very short, 
medium and long. 

These two small displays tell a quick story 
to the “gal” without much time who wishes to 
take her fashion news in tabloid. 











Top Grades Show Action 


Cuicaco—Things are beginning to 
open up, says A. Sachs, over at the 
Boston Store. People are beginning 
to buy. In proof of this fact he gave 
some figures as to the sales on a pri- 
vate selling to mail-order customers 
two days before the Netcher-Day sale. 
On these two days 1046 pairs of Red 
Cross Shoes at $4.98 and 300 pairs of 
Physical Culture shoes at a 20 per 
cent discount were sold. This special 
selling was not advertised in the news- 
papers nor given any publicity outside 
of direct mail notices to those who were 
already customers of these shoes. 

Right now this store is preparing to 
open up a special room for the sale 
of American Girl shoes, only, follow- 
ing the room plan already being used 
for the sale of Physical Culture and 
Red Cross shoes. Mr. Sachs reports 
that he is also making plans to open 
up another room shortly where women 
can order custom-made shoes. An ex- 
pert will be in charge here and cus- 
tomers will have the privilege of hav- 
ing fittings such as is the custom when 
suits or dresses are made to order. 
His program includes eventually an 
entire aisle or “street” of little shops 
quite separate from the main section 
and exclusive. 

Women like atmosphere, he pointed 
out. Privacy makes a great appeal to 
a certain type of woman who doesn’t 
care to get mixed up with general dis- 
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plays and bargain counters. The suc- 
cess of the two private rooms already 
established is proof, Mr. Sachs thinks, 
that his trade will welcome any fur- 
ther improvements in this direction. 
Customers are not complaining about 
buying higher priced shoes right now, 
but seem to be in a mood to buy better 
merchandise. 


Dallas Strong for Sport Shoes 


DALLAS, TEX.—“Everybody is going 
in for sports shoes this season,” said 
Carl Davis, buyer of women’s shoes for 
Titche-Goettinger Company. “At least 
90 per cent of our sales now are on 
sports types. It’s by far our biggest 
sports season in history. 

“Sports shoes not only go to tennis 
and hiking and bicycling and partici- 
pate in all active games, but the spec- 
tator version even goes to dinner in 
town restaurants. Aside from white, 
the general favorite now, a good com- 
bination in the South is proving to be 
beige and brown. Both leather and 
rubber soles are making the grade in 
Dalls, but preferred is the nap-duplex 
soles which are non-heat conductors 
and prevent skidding on slippery pave- 
ments. Continental heels are selling 
well.” 

At Volk Bros., Harold Volk said: 
“White sport shoes lead the demand 
here. Dallas has worn them all dur- 
ing March.” 
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GENUINE HAND TUR 
$D-75 


No. 1102—WHITE KID 
“REGENT” 
16/8 heel—AAAA to C, 


DODGE, BLI SS & PERRY %: 


BURYPORT, MASS. 
“THE correc” DODGE FOR ALL OCCASIONS” 








Correct alignment of the bones in the 
foot is necessary. The Ball Bearing 
Heel of 


The 


Clara 


centers the 
oscalsis bone 
properly and 
makes satis- 
fied custom- 
ers. 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 








HANNAH SON ’ §& 


NURSE OXFORD 


694. . . White Linen Oxford 
12/8 College Heel. Comb. 43 Last; 
In Stock A, B, C and D; Sizes 3 te 9. 


HANNAHSON'S 


HAVERHILL, MASS. 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
}. P. SMITH SHOE CO. 
Chicago, Ill. 














PROMOTES NEW SPORT LINE 


Los Angeles—Bullock’s Seventh St. store 
has introduced in its sports shoe line ‘“Klaks” 
for slacks, advertised at $2.95 for bicycling, ten- 
nis, golf or the beach. The new models are 
mesh elastic quarters, Darex golf sole and 
uppers of colored service leather. In appear- 
ance they very much resemble beach sandals. 
This store is also featuring dull leathers in 
sports and semi-dress types. For sports a per- 
forated pigskin at $8.75 is widely advertised 
with a pin tuck sandal model in white buck and 
a kid exford with inset of wampum. “Dull 
leather is Bullock’s fashion cry for Summer 
1933” read a recent pre-Easter advertisement. 


N. E. Shoe and Leather 
Association Annual Meeting 


Boston — Discussion of conditions 
in the shoe and leather industry and 
means of bettering them occupied 
much of the time of the annual meet- 
ing of the New England Shoe and 
Leather Association, held April 26 in 
Boston. Significant was a report read 
by Col. Harold S. Wonson of the Com- 
monwealth Shoe & Leather Company, 
pointing out that the available supply 
of sole leather is now lower than at 
any time since 1928. Colonel Wonson 
said there are only about 3,000,000 
pieces on hand at what he believes to 
be bottom prices. He does not antici- 
pate, however, anything like a “run- 
away market.” 

Several resolutions pertaining to 
local and national affairs were adopted. 

The following officers and directors 
were elected: 

Vice-Presidents—J. Franklin McEl- 
wain, J. F. McElwain Co., Boston; 
Carl F. Danner, American Hide and 
Leather Co., Boston, and Major 
Charles T. Cahill, United Shoe Ma- 
chinery Corpn., Boston. 

Secretary - Treasurer — Thomas F. 
Anderson, Boston. 

Directors—J. R. Bass, G. H. Bass 
Co., Milton, Me.; Everett Bradley, 
Bradley-Goodrich Co., Inc., Haverhill, 
Mass.; Freeman M. Crosby, United 
States: Leather .Co.--of. Mass., Boston; 
Alfred W. Donovan, E. T. Wright & 
Co., Inc., Rockland, Mass.; Herbert T. 
Drake, W. L. Douglas Shoe Co., Brock- 
ton, Mass.; Horace R. Drinkwater, Ed- 
win Clapp & Son, Inc., East Wey- 
mouth, Mass.; H. A. Ely, A. F. Gal- 
lun & Sons, Boston; Arthur L. Evans, 
L. B. Evans Son Co., Wakefield, Mass.; 
Russell B. Frye, John A. Frye Shoe 
Co., Marlboro, Mass.; Maxwell P. 
Gaddis, Hutchinson- Winch, Boston; 
Harry E. Gardner, American Oak 
Leather Co., Boston; Julius Hollander, 
Amalgamated Leather Companies, 
Inc., Boston; Charles C. Hoyt, Nation- 
al Fabric and Finishing Co., Boston; 
Paul O. MacBride, Milford Shoe Co., 
Milford, Mass.; Charles E. Moore, 
George E. Keith Co., Brockton, Mass.; 
John F. Murphy, The Ohio Leather 
Corporation, Boston; Everett T. Pack- 
ard, Avon Sole Co., Avon, Mass.; Burt 
W. Rankin, Hunt-Rankin Leather Co., 
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Boston; Thomas Small, 


lon, W. J. Fallon Leather Co., Boston, 


Mass., and Thomas F. Anderson, Bos. _ 


ton, ex officio. 


Satisfactory Easter Business 
In Baltimore 

BALTIMORE, Mp.—Easter 
very satisfactory character, according 
to reports of leading and representa- 
tive exclusive shoe shops and depart- 


ment stores and specialty shops. 
urge to sport new footwear on Easter 


Sunday was very pronounced as sales © 
indicate. While in some instances foot- ~ 
wear sales were not up to expectations 7 
in others they exceeded the fondest 
All in all Easter footwear © 
business in the Monumental City can | 


dreams. 


be termed highly satisfactory. 


The featured modes, leathers and © 
shades sold best. Only a final check-up © 
on sales will indicate what proportion ~ 


of each _ predominated. Sandals, 


pumps, ties, oxfords and strap models ~ 


all sold in good volume, the popularity 


of each at individual stores being in © 
keeping with the type of clientele. At | 
some stores pumps sold best, at others 


sandals were favored, at still others 
strap models. 

The favored shades included gray, 
blue, beige, brown, parchment, black 
and even white. 
held their own in spite of the trend 
toward other colors. Grays, blues and 
browns were in especial favor. Two- 


tone and even multi-tone effects sold | 
Models with perforations also | 


well. 
sold well, though other modes were also 


in demand. The favored leathers be- 7 
included kid, grained 7 
Kid in various © 
colors, however, was the most favored | 
High heels were favored by | 
the younger set, and the Cuban and | 


sides patent 
leathers and reptiles. 


leather. 


lower-type heel by the more mature. 
The shades matched the new costumes. 


The bulk of the business in women’s ~ 


Easter footwear was realized in the 
price range of $3.95 to $6. Some busi- 
ness was experienced in higher priced 
footwear, but nowhere near the volume 
that was had in the $3.95 to $6 range. 


To Hold Style Show 


Cuicaco—From May 22 to May 29 
the Boston Store is expecting to put 
on an elaborate style show featuring 
physical-culture shoes, says A. Sachs. 
Three models will model the new Spring 
styles at special events during the day. 
Music will be provided. Dr. Stiles, 
foot-specialist, will be present and will 
hold consultations free of charge. 

In anticipation of this event 50,000 
circulars will be enclosed in packages 
bought here, 10,000 special invitations 
will be sent out in conjunction with 
wide newspaper publicity and window 
displays. 





Allied Kid | 
Company, Boston; Col. Harold S. Won. © 
son, Commonwealth Shoe and Leather © 
Co., Whitman, Mass.; William J. Fal. 7 


footwear | 
business in Baltimore, Md., was of a ~ 
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A ONE-PIECE TOE 


Ow 





The distinctive results obtained with Celastic Box 
Toes are due to the fusing qualities. The specially 
prepared fabric base serves principally as a car- 
rier for the Celastic compound. The compound is 
thoroughly softened with Celastic softener, so that 
at the lasting operation it readily penetrates the 
lining and doubler. The toe of the shoe is thus 
firmly united into one piece . . . producing that 
lightness, firmness, and smoothness which is so 
important. 


Celastic — The Quality Box Toe — is adapted to all 
grades of shoes, for its quality fits it for the best and 
its cost allows it to be used in the more moderately 


priced footwear. 


7] THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder | 
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W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

in Stock Mon’s Full Leather Lined 

Handturned Slippers 

Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
3nap Pocket 1.35 
ipper Pocket 1.50 
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MBS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Seles...0-8 
intermediates ........ 1-5 
Flexible Hard Soles... .2-8 


Send for In-Stock 
Catalog 





MRS. DAY’S IDEAL BABY 
SHOE CO. 


Locust St. Danvers, Mass. 








The SANDAL 


season is here 


65c 


PAIR 
sizes 2 to 6 





Write today for samples 


SWAN SHOE CO., INC. 


2201 Aisquith Street 
BALTIMORE, MARYLAND 

















Leases Shoe Department 


New HAvEN, ConN.—Laird, Schober 
& Co., which has operated a shoe store 
at 1048 Chapel street for a number of 
years, has opened a women’s shoe salon 
as a leased department in the women’s 
apparel store of Hamilton & Co., 980 
Chapel street. The department is on 
the second floor. Charles H. Fulton, 
who formerly managed the company’s 
own store, now closed, has been named 
manager of the department. 
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NEW PROMOTIONS ANNOUNCED BY CRADDOCK-TERRY CO. 
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The Board of Directors of Craddock- 
Terry Company at its regular monthly 
meeting held Saturday, April 22nd, 
elected John W. Craddock, Jr., a vice- 





JOHN W. CRADDOCK, JR. 


president to be the director of sales of 
its in-stock departments, and the pres- 
ent vice-president, A. Lee Briggs, was 
advanced to vice-president in charge 
of the Universal Division of the com- 
pany. 

In making the announcement, D. H. 
Dillard, president, said, “With con- 
solidation of all the company’s activi- 
ties at Lynchburg, it was felt that the 
responsibility of handling the entire 
sales activities of our organization was 
too great to be undertaken by one in- 
dividual, and that the responsibility 
should be divided. so that the two ma- 
jor sales divisions of the business, 
which incidentally differ greatly in op- 
erating detail, would each be headed 
by a separate individual devoting his 
entire time to his particular division. 
Accordingly, A. Lee Briggs, vice-presi- 
rent of the company, has been assigned 
to take complete charge of the Uni- 
versal division, and John W. Craddock, 
Jr., now becomes a vice-president in 
charge of the in-stock departments.” 

The universal division in charge of 
Mr. Briggs will handle the volume busi- 
ness of the company. It makes shoes 
to order in large quantities for the big 
outlets. Mr. Briggs is well qualified to 
assume the responsibility of this divi- 
sion. During his 25 years of service 
in the industry he has covered all 
phases of the business, manufacturing, 





buying and selling—and has been asso- 


ciated with some of the largest and 
most successful units in the industry, 


The in-stock department is that 
branch of the business which caters to 
the general shoe trade by maintaining 
a complete stock of shoes in the com- 
pany’s warehouse, with which the re. 
tailer can place his orders for imme. 
diate delivery and from which prompt 
shipment is made resulting in the re- 
tailer carrying a full stock of shoes, 
involving on his part only a minimum 
capital investment. The shoes carried 
in: the in-stock department fall into 
four general classes, namely: The na- 
tionally advertised brand of Natural 
Bridge shoes for women, Billiken shoes 
for children, Bob Smart shoes for men, 
and a general unbranded line of shoes 
for men, women and children. 

John W. Craddock, Jr., who will head 
this important division of the company 
as vice-president and director of sales, 
is a son of one of the founders of the 
husiness, John W. Craddock. He joined 
the Craddock-Terry organization, start- 
ing at the bottom, serving his appren- 
ticeship in the Fort Hill factory in 
Lynchburg. While identified with the 
manufacturing department he became 
thoroughly acquainted in shoe manu- 
facturing, from buying raw materia's 
through the various stages of manu- 
facture to the final sale of the finished 
product. 

Six years ago Mr. Craddock, Jr., be- 
came general manager of Craddock- 
Terry Co. jobbing house in Baltimore. 
Later he was detailed to assume the 
larger responsibility as general man- 
ager of the company’s western divi- 
sion, the McElroy-Sloan Shoe Com- 
pany, with headquarters at St. Louis. 
He has now returned to Lynchburg, 
to take up the larger responsibilities 
of the company, where his many 
friends will welcome his return. 





Add Children’s Shoes 


SPRINGFIELD, Int.— Myers Bros., 
Washington and Fifth Streets, have 
enlarged their shoe department by adid- 
ing a children’s shoe department in 
the basement of their store. This is 
called “Kiddies’ Korner,” in which are 
featured the new Spring styles for 
children in Poll Parrot shoes. Friday 
and Saturday, April 7 and 8, were the 
two opening days of this new feature 
and every child who visited the “Kor- 
ner” accompanied by his or her parents 
was given a souvenir of the day. 

The department is made attractive 
to the little folks by the decorations of 
different animals as the elephant, 
giraffe, cubby bear and even old Peter 
Rabbit himself. Window displays an‘ 
special advertisements in the daily 
papers heralded the opening of the 
Children’s “Korner.” 
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DeShields Operating Own Store 


MoNTGOMERY, ALA, — M. M. De- 
Shields, who was shoe buyer for the 
Montgomery Fair store here for nine 
years and then went to Columbus, Ga., 
as shoe buyer for the J. A. Kirven Co., 
has opened his own leased shoe depart- 
ment in the Alex Rice Co. store. 

This new shoe department is a self- 
contained family shoe store featuring 
men’s shoes at $4.00; women’s at $2.95 
and $5.95, and children’s from $1.19 to 


$2.95. , ‘ : j 
Special attention is being given to 





( ofan 


De Shield’s 


| Shoe Department 


1 a complete line of shoes 














for men, women and children, All 

ew stock, new styles and at prices 
ave pleasingly low for such high 
ty. 


Debutante Shoes 
Ultra Stylish 
$4.95 
Naturalizer Arch Shoes 
Combining Comfort and Style 






Other Shoes for Women 
As Low As 
$9.95 
“Robin Hood” Shoes 
For Children 
$1-19 $195 $9.95 






All sizes neluding infants’, big boys* 






| and growing girls. 
ih Souvenirs to boys and girls who visit DeShields Shoe De- 
ii partinent in the New Alex Rice Store, if accompamed by an 





Wi adult 


The Alex Ri¢e Co. 


‘Where You Oan Afford Everything You Buy’’ 





the children’s department as DeShields 
has always been a firm believer in the 
policy of devoting close attention to 
this division of a store. 

As an inducement for them to visit 
him at his new location, he has planned 
lots of interesting souvenirs for them. 
The only stipulation is that each boy 
and girl must be accompanied by a 
grownup to receive a souvenir. 

The famous line of “Robin Hood” 
shoes for boys and girls will be fea- 
tured exclusively and the styles are 
unusually pretty this year, Mr. De- 
Shields says. 

Mr. DeShields has just returned 
from the shoe markets at St. Louis, 
where he purchased complete new 
stocks of women’s and men’s shoes of 
well known and popular brands, noted 
for style and comfort. 


_—_—————————————————— 
HOLLYWOOD ON WHEELS’ 


Los Angeles—Filmdom, the first to start the 
present vogue for bicycling at fashionable 
Southern California resorts, has seized upon an- 
other fad which it is now popularizing. The 
latest fad is roller skating. It is not unusual 
to see on any week night motion picture stars 
rolling along the smooth floor of Culver City’s 
skating rink, while bicycling has spread to the 
city streets with a number of minor casualities 
being recorded. 
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Holds Silver Jubilee 


ALLENTOWN, Pa.—Wetherhold & 
Metzger,, among the biggest shoe firms 
in this city, on April 26 began its 
twenty-fifth anniversary sale and the 
celebration of its silver jubilee. The 
sale is to last for 10 days and dramatic 
values have been offered to men, wo- 
men and children in full-page adver- 
tisements in newspapers in the Lehigh 
Valley. 

The rounding out of a quarter of a 
century of service to the community 
received wide public notice. The firm 
was founded on April 11, 1908, and 
was then made up of George A. Weth- 
erhold, who was an acknowledged vet- 
eran and expert in the shoe business, 
and Owen W. Metzger, an earnest and 
vigorous young salesman. 

In 1910 the firm opened the first 
shoe-shine parlor in a shoe store for 
the convenience of its customers. In 
1912 the first orthopedic comfort shoe 
department was established in Allen- 
town, it having also been the second 
in the United States. In 1913 the first 
basement store and children’s depart- 
ment in Allentown was opened and the 
hosiery establishment was opened the 
same year. The store then was at 714 
Hamilton Street. 

In 1916 the property at 719 Hamil- 
ton Street was purchased and on April 
11, 1918, the new building was occu- 
pied and opened to the public. In 1921 
Lloyd D. Fritch, who was associated 
with the firm as a salesman since 1910, 
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was admitted as a junior member. In 
1922 the Arch Preserver Shoe Store 
was opened at 446 Penn Square, Read- 
ing. In 1925 the Bilt-Rite Shoe Com- 
pany was founded by the firm as whole- 
sale distributors of Bilt-Rite shoes. In 
1926 an addition was constructed to 
the Reading store. 

In 19338, on April 18, Reading’s larg- 
est shoe store was opened at 642 Penn 
Street. 





Enlarges Shoe Department 


BuFFALO, N. Y.—The Wm. Hengerer 
Co., has enlarged its basement foot- 
wear department featuring women’s 
shoes and has moved the location of 
the department, it is announced by 
Edward Kamper, basement shoe mer- 
chandiser, who added there has been 
such an increase in sales volume in the 
last four months that the physical facil- 
ities of the section were crowded to 
capacity. 


Adds New Line 


Des MoINEs, Iowa—Curley’s Shoe 
Store, located in the Chamberlain Ho- 
tel Building, recently added a $3.45 
line of men’s shoes to his $5.00 line. 
He is displaying a man’s shoe size 42 
in his window; it is attracting a great 
deal of attention. Curley has built up 
a wonderful men’s business and re- 
ceives orders from all over the State of 
Iowa. 








“They fasten with prongs” 


JOHNSON’S ADJUSTABLE ARCH MOULDERS 


FILL THAT VACANT SPACE 
THAT IS CHARACTERISTIC OF STIFF ARCH SHOES 


Ordinary Arch Supports are shaped supposedly to standard measurements or require- 


ments. 


However, feet are not standard and, therefore, it is very important that each 


individual foot be allowed to do its own molding. 
That is why ARCH MOULDERS are not molded to so-called “standard designs.” 


Everyone knows that no person has two feet alike. 


arches are alike. 


It is obvious then that no two 


ARCH MOULDERS are packed flat so they come to you unformed to suit precon- 
ceived notions of what an arch may be—rather, ARCH MOULDERS will fit feet as 


you find them and as their requirements dictate. 


Order by shoe size. 


Price, $6.60 per dozen. 


Retail $1.00 per pair. 


ASK YOUR JOBBER or order direct 


and Arch Moulder patents covering 


Vigorous prosecution will follow 
infringement of Callus Cushion 


construction with fastening prongs. 


JOHNSON PRODUCTS, INC. 


1145 East 22nd Street 
Indianapolls, Indiana 
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WHERE TO BUY 
Shoe Trees 


6 EF EF EF OP EF PT EE 


PROTECTED. 


Seif Adjusting Shee Trees 
& gentile squeeze inserts or 
removes. Write for unique 4) 
scales plan. 4 


SIMPLEX SHOE 
TREE COMPANY 


105 W. ADAMS $7, CHICAGO 


Oe EP rE 


WHERE TO BUY 


Shoe Dressings 


8 EP me 


~- 


N"" 


CLEANS ALL WHITE SHOES CLEAN 
Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 





Vitality Men Out 


The Vitality Shoe Company’s semi- 
annual sales conference was held at 
its headquarters the week of April 
24 to 29. All the men were in from 
their territories to receive the new Fall 
line and to get the usual injection of 
pep and vitality to carry on with con- 
fidence for the new season. Under the 
leadership of general manager, A. B. 
Fletcher and sales manager, C. L. Hein, 
the selling plans for the new season 
were unfolded. The stylist, Harry R. 
Rogers, got a hand of applause when 
the new pattern lineup was uncovered. 
Vitality sales have held up_ well 
throughout the Spring season and Clem 
Hein says he is confident the Fall sea- 
son will be even better. The adver- 
tising campaign on fall line includes 
five national magazines—Vogue, Good 
Housekeeping, McCalls, Ladies Home 
Journal and Photoplay. Vitality sales- 
men and their territories follow: 

J. R. Burriston, California 

H. W. Conn, Mountain States 
. C. Farrar, Missouri, Kansas, 
Oklahoma 

J. W. Field, South Central 

W. J. Harney, Ohio 

W. L. Jonakin, South 


J. L. Locke, Southeast 
J. G. Mazur, Illinois, Iowa 
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> ON THE SELLING END < <) 


News of the Travelers and Sales Activities 





A. R. Moore, Minnesota, Wisconsin, 
N. & S, ota 

Larry O’Connor, Eastern Pennsyl- 
vania 

A. W. Shaw, New England 

Harry Springgate, Indiana, Michigan 

E. Summers, Western Pennsyl- 

vania 

J. C. Thomas, New York State 

A. K. Umphrey, Washington, Oregon 

M. A. Weiss, New York City and 
New Jersey 

Cc. K, Wheeler, Texas 


Bona Allen, Inc., Make Changes 


Bona Allen, Inc., Buford, Ga., an- 
nounce the following changes in their 
traveling men: 

C. R. Boyd, formerly connected with 
factory activities, now represents the 
company as sales representative in the 
northeastern section of North Caro- 
lina and eastern part of South Caro- 
lina. 

Virgil Y. Dickey, son of the late V. 
Y. Dickey, has been appointed sales- 
man in the territory formerly covered 
by his: father, namely, southeastern 
section of Georgia. He is receiving a 
welcome from his father’s trade and is 
to be congratulated on being able to 
fill the shoes of such an able man. 

R. D. Suber, formerly with A. A. 
Cutler Shoe Co., as salesman, is now 
acting in the same capacity for the 
Bona Allen, Inc., covering the States 
of Kentucky and West Virginia. 

W. F. Aycock has recently become a 
member of the sales staff of the Bona 
Allen, Inc., his territory being States 
of Louisiana and Arkansas. 


H. O. Toor Advanced 


H. O. Toor, who for the past six 
months has been in charge of sales for 
the Jackson Shoe Manufacturing Cor- 
poration of New York City, has taken 
over the duties of president and gen- 
eral manager, succeeding L. Smoller, 
who is no longer connected with this 
company. Mr. Sundell continues as 
secretary and treasurer. 

Mr. Toor may make occasional trips, 
but for the most part will be found 
at the company’s headquarters in 
charge of the manufacturing and 
buying. 

The Jackson Shoe Manufacturing 
Corporation has made considerable 
progress in the past six months and is 
now running to capacity. They have 
introduced in addition to their regular 
line the famous “Wiggle Toe” pat- 
ented insole shoe, for which they have 
the exclusive manufacturing and sell- 
ing rights. 


George J. Loveley Out 


George J. Loveley for many years 
with the Dalton Shoe Company and 
previous to that time on the selling 


Denham Co., Brockton. 

Since George started out as a sales- 
man he has been identified with men’s 
shoes and has traveled exclusively 
through the New England states. 


been President of the Boston Shoe 
Travelers’ Association, 
hobby, exclusive of taking orders, is 


every course in the Eastern states. 


Stages Beer Party 


St. Louis, Bill Erhart, popular leather 
broker, thought he might help the other 
fellow’s business a little so on Friday 


business. 
fice to all his competitors but did not 


About forty of his friends in the trade 
pronounced the party a success and 
that three point two was all right. 


HAVERHILL, Mass.—S. H. Axman of 
Chicago, formerly of the Axman-Weiss 
Shoe Co., is now connected with the 
Hannahsons Shoe Co. of Haverhill, 


ers and will no doubt be of great as- 
sistance to the Hannahsons Shoe Co. 
in his present connection. 


Sullivan Stylist for Wolff-Tober 


John L, Sullivan, formerly in charge 
of style and sales promotion at the 
Boyd Wright Shoe Co., St. Louis, and 
for the last two years stylist on Queen 
Quality and Dorothy Dodd lines, is 
now associated with the Wolff-Tober 
Shoe Manufacturing Co. Mr. Sullivan 
will have charge of sales promotion 
styling in his new connection. 


King With Banister 


Ross King, for many years with the 
Banister organization, is again reprec- 
senting this company on the West 


ver to the Pacific Coast. 


to more spacious quarters in the Mar- 
bridge Building. 








force of Thompson Bros. Shoe Com. | 
pany, Brockton, is now out on his reg- 7 
ular territory—New England—show- | 
ing samples made by Barney, Capen & ~ 





Besides selling shoes George has 1 
and his big | 


golf, having played on _ practically 


The leather business being poor in 4 


the 7th he thought it might be a good 4 
idea of help the beer, cheese and pretzel © 
He gave a party in his of- 7 


invite any of his valued customer's. | 


S. H. Axman With Hannahsons | 


looking after the in-stock department. | 
Mr. Axman has had a long experi- 7 
ence in supplying the wants of retail- | 


Coast, covering the territory from Der- | 


Garofalo Moves N. Y. Sales Room d 


The New York sales room of Garo- | 
falo Bros. Shoe Co., has been removed | 
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CLAVWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 


« ro) = 




















SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 





IDE line salesman for new medicated mole- 

skin foot relief. Nothing else like it. Three 
years on market. Fast-seling, repeating shoe 
store item. Popular price. Liberal commission. 
Kinox Co., Rutland, Vt. 








FOR RENT 


4 ND STREET, Grand Central, New York 
City. Women's shoe store. Moderate 
rental. Exceptional. Address 1-345, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y 











POSITION WANTED 





ASSISTAN T to Factory Executive: College 
graduate, 30, married, business training, 
rapid, accurate at figures, energetic. Nine 
years’ footwear experience as all-round stitcher. 
Understand all machines. Excellent references. 
Future possibilities more important 
Address D-346, care Boot 
239 West 39th Street, New 


Anywhere. 
than remuneration. 
and Shoe Recorder, 
York, N. Y. 


T REEING and Packing Room Foreman wants 
position high grade shoe factory. Refer- 
ences will bear closest investigation. Will go 
anywhere. J. J. Byrnes, 253 Merrimac Street, 
Newburyport, Mass. 


HOE SALESMAN, 35, married. 15 years’ 

experience, all-around man. Running sale’s 
ticket writer. Will start at small salary. Go 
anywhere. Best of references. Maurice M. 
Finker, 1114 85th Street, Brooklyn, N. Y. 














FOR SALE 


OR SALE—only exclusive shoe store in 

small Jersey town near New York City. 
Good location and cheap rent, with or without 
merchandise. Address D-343, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 











LINE WANTED 


[X N-STOCK Women’s popular- orice’ novelties 
and staples and Misses’-Children’s, priced 
for basement and volume trade. Southern 
Ohio and West Virginia. Straight Commis- 
sion. Box 277, Belpre, Ohio. 





A® experienced and successful salesman, with 
established following in New England, is 
open for popular priced line of Men’s and 
Women’s shoes. Will furnish unquestionable 
endorsements and can produce results. Ad- 
dress D-347, care Boot and Shoe Recorder, 140 
Federal Street, Boston, Mass. 





A SUCCESSFUL salesman, thoroughly experi- 
enced in rubber and tennis footwear, and 
with an established trade in New England. Can 
produce volume business with the right line on 
commission basis. Al references furnished. Ad- 
dress D-348, care Boot and Shoe Recorder, 140 
Federal Street, Boston, Mass. 


ANTED: Outstanding line of Men’s or 

Women’s shoes for New York State. Well 
acquainted with trade. Twenty years’ experi- 
ence with only four changes. Address D-349, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


FLORIDA resident salesman, well established, 
can handle following lines: children’s turn 
from size 8 up; crown boys’ and girls’ stitch- 
downs, welts and McKays; popular Co gy ae 
shoes; also popular priced women novelty s 
Satisfactory sales record. Milian Em. Koflen, 
Box 250, Orlando, Fla 


WANTED: A line of shoes for the state of 
Iowa, either men’s, women’s or children’s or 
a complete general line. Can furnish the best 
of references. John A. Hanson, 1602 East 12th 
Street, Des Moines, Towa. 














LINE of popular priced women’s shoes wanted 
by a salesman who has covered Pennsyl- 
vania for some years with headquarters in 
Pittsburgh. 

I have a profitable established trade and the 
only reason I am now looking for another line 
is on account of labor conditions with the last 
house I represented. Address: Sidney Salinger. 
1618 Miriam Street, Swissvale, Penna. 


LINE WANTED: By experienced salesman to 
cover Towa, Wisconsion, or Missouri. Pre- 
fer ladies’ novelty or men’s medium priced 
line. Will be able to give best of references as 
to character and ability. Address Mr. 
Kepple, Union, Towa. 








B. Cramer Made Manager 


Akron, OHIO—B. Cramer, for sev- 
eral years identified with shoe mer- 
chandising has been named manager of 
the newly opened Cort Shoe store at 
210 S. Main St. 








Buyers of Surplus Stocks 


We will buy surplus or entire hooks ef shoes 
from manufacturers, jebbers or retailers. 


| 

| 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. | 
| 


590 Broadway New York 
Phone Canal 6-4298 and 4299 











HOTELS 








JUST WEST of BWAY 


NEW YORK 
1000 ROOMS 


EACH WITH BATH AND SHOWER 
Circulating Ice Water... Radio... 
Large Closets...Full Length Mirrors 


OTHER UNUSUAL FEATURES 
SUN-RAY HEALTH LAMPS 
Roof Solarium... Air-Cooled Restauvran 


nop $2950 SUES $600 


IN THE HEART OF TIMES SQUARE 














Minimum charge 75 cents. 
$1.25. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 
When a box nuinber is desired twelve words should be added for the address. 
word of the address should be counted. ; 
The rate for all displaved classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
t# Advertisements for this page must be in our New York office on Friday of the week preceding publication. ®& 


cents 


Minimum charge 


per word. 
In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 
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—oEoeeeee—eess 
VE FOUND 
THE BEST 
HOTEL VALUE 
IN NEW YORK 
CITY. 


45th-STREET and BROADWAY 


aX 


Just think... a mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 

way, on: 45th Street. 

A room and bath for one, 
$2.50; for two, $3.50. 


Hb PICCADILLY 


WILLIAM MADLUNG, Mnq. Dir. 


e NEW YORK 








USE THE 


WRITE TO 


239 WEST 39TH ST. 





BOOT AND SHOE RECORDER 
TRADE MARK SERVICE 


This Service Is Rendered Without Charge to All 
Subscribers to Boot and Shoe Recorder. 
Record at This Office the Latest and Most Complete 
List of Trade Names of the Shoe, Leather and Allied 
Industries in the United States and Canada. 


BOOT AND SHOE RECORDER 
NEW YORK, N. Y. 


We Have on 
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UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


» os 


TO $3.50 SINGLE 


TO $5.00 DOUBLE 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction— American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


HOTEL 


MARTINIQUE 


BROADWAY AT 32ND STREET - NEW YORK 








New Sales Tax is in Operation 

The Shoe Merchants Council of New 
York City held its biggest meeting on 
Friday, April 28, to consider the New 
York Retail Sales Tax. There were 
present and accounted for representa- 
‘tives of over 50 million dollars’ worth 
of shoes at retail; but no unanimous 
decision could be obtained as to the 
collection of the 1 per cent tax. How- 
ever, on May 1, these merchants and 
every other shoe merchant in the State 
of New York, with the exception of the 
town of Binghamton, decided to con- 
ceal the tax within the price of the 
article. 

Hopes were expressed prior to the 
meeting that some group of merchants, 
somewhere, would frankly tell the pub- 
lic: “The shoes cost $5, the state tax 
is 5c. You pay me $5.05;” but only in 
the town of Binghamton is there an 
agreement between all the retail forces. 
The rest of the State conceals the tax. 

The last-minute statement by Mark 
Graves, State Tax Commissioner, that 
the merchant has “utter freedom of 
choice” came too late to counteract his 
previous statement that the tax was a 
license tax for the privilege of doing 
business and should not be passed on 
to the public as an extra. 

There are several twilight zones in 
the New York tax. For example: 
Shoes delivered outside the State (and 
New Jersey and Connecticut are very 
close by) need not be taxed. When 
shoes are repaired, the labor in the job 





is not taxable. If shoes are shined, 
there is no tax for the service. Charge 
sales occupy the same taxable status 
as cash sales. 

* * * 

Arthur J. Brown of the Marott Shoe 
Company, Indianapolis, Ind., reporting 
for the State of Indiana, whose sales 
tax went into effect May 1, says: 

“A retail tax of 1 per cent is made 
on gross income and taxes are to be 
paid quarterly. The total business at 
retail (in so far as shoes are con- 
cerned) is subject to the tax and mer- 
chants universally plan to absorb the 
tax within the sales price.” 

Read the REcORDER of April 1, page 
54, for the Indiana Tax Law as it ap- 
plies to manufacturers—with this cor- 
rection: 

Tax officers have ruled manufactur- 
ers and jobbers shall pay % of 1 per 
cent of gross income and the tax ap- 
plies to all sales on and after May 1 
and cash receipts after May 1, irre- 
spective of when the goods were de- 
livered or contracts made. 





Stop Squeaks 

LyNNn, Mass.—‘“Stop squeaks,” used 
in some Lynn shoes, are strips of tape, 
which are laid over the metal of the 
shank pieces, to provide a buffer be- 
tween the metal and the leather. That 
silences the squeaks that sometimes 
ate caused when the metal of the shank 
pieces chafes against the leather of 
the sole. 





Solid Colors for Tulsa 


TuLsA, OKLA.—After-Easter trade at 
the Brown-Dunkin shoe shop indicates 
that this season’s sales will be made 
on plain color shoes. No matter what 
shade, heel height or vamp style—plain 
color white, black or other shades are 
the favorites. White is most popular 
now. Black second. Blue is falling 
off from the amount sold in weeks 
immediately past, and grey, lately a 
favority is now almost out of demand. 
Since contrast of color is not favored 
as trim, through perforations are 
taking the lead, even faster than would 
be expected on the Summer-comfort 
score alone. The through perforations 
are most popular on medium height 
heels but are selling in all heights. 





Perfect New Tube Packing 


PROVIDENCE, R. I. — Patents have 
been applied for by Everett & Barron 
on a new method of packing a tube of 
shoe dressing in its carton, which so 
protects the tube that it withstands 
the abuses of rough handling in trans- 
portation and reaches the user just as 
fresh and undented as when it came 
from the machine. In addition to pro- 
tecting the tube, this new packing per- 
mits both the tube and sponge to be 
removed from the carton together. 
The new packing is used in packing 
tubes of “One White” shoe dressing. 
Many favorable comments have been 
received from distributors. 
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BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me............ 50 


Cambridge Rubber Co., Cambridge, Mass... 7 
Chase, W. S., Sons, Haverhill, Mass...... 50 


Clapp, Ewin, & Sons, Inc., E. 
ass. 


Colt-Cromwell Co., Inc., New York City.... 36 


Weymouth, 
4 


Dodge, Bliss & Perry Co., Inc., Newbury- 
port, Mass. 48 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 48 
Enna Jettick Shoes, Inc., Auburn, N. Y.... 29 


Green Shoe Mfg. Co., Boston, Mass..Back Cover 


Hannahson’s, Haverhill, Mass. .......... 40-48 
Jarman Shoe Co., Nashville, Tenn......... 10 
Menihan Co., Rochester, N. Y. .......... 38 
Mishawaka Rubber & Woolen Mfg. Co. 
ere errr ee. 2nd Cover 


Mrs. Day’s Ideal Baby Shoe Co., Danvers 
SL .” SecaSS Tugs wisn dasa wnes ont s cannes 
Musebeck Shoe Co., Danville, Ill......... 5 
Nettleton, A. E., Syracuse, N. Y.......... 46 
Old Colony Shoe Co., Brockton, Mass...... 46 
Orthopedic Shoes, Inc., New York City.... 33 
Pedigo-Lake Shoe Co., St. Louis, Mo....... 1 


Richards & Brennan Co., Randolph, Mass.. 46 
Roberts, Johnson & Rands, St. Louis, Mo.31-47 
Robinson-Bynon Shoe Co., Auburn, N. Y... 41 


Shaft-Pierce Shoe Co., Maribault, Minn.... 48 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 48 
Stacy-Adams Co., Brockton, Mass.......... 46 
Swan Shoe Co., Baltimore, Md............ 50 


United States Rubber Co., New York City, 
Front Cover 


Vaughan-Towle Shoe Co., Wakefield, Mass.. 43 
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LEATHER AND OTHER MATERIALS 
Colonial Tanning Co., Boston, Mass........ 2 
Goodyear Tire & Rubber Co., Akron, O...26-27 


Hubschman, E., & Sons, Inc., Phila., Pa., 


3rd Cover 
Kistler Leather Co., Boston, Mass.......... 4 
Surpass Leather Co., Phila., Pa........... 35 
Zapon Co., The, Stamford, Conn.......... 39 

SHOE ACCESSORIES 

Simplex Shoe Tree Corp., Chicago, Ill...... 52 
Shoe Form Co., Inc., Auburn, N. Y...... 37 
Sehell Mfg: Co., Chicago, Tih....6.66..cccc 44 


Johnson Products, Inc., Indianapolis, Ind... 51 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md.............. 52 
Compo Shoe Mach. Corp., Boston, Mass.... 23 


United Fast Color Eyelet Co., Boston, Mass. 6 


United Shoe Machinery Corp., Boston, 
AG. sauce swat ha sek bee wee eee eee 42-49-53 
MISCELLANEOUS 
American Weekly, New York City.......... 3 
Brookmire Economic Service, Inc., New 
AEE bvvnc ccs seusacncatesel Vertecsen 40 
Hotel Edison, New York City............ 54 
Hotel Harrisburger, Harrisburg, Pa........ 36 
Hotel Martinique, New York City.......... 55 
Hotel Piccadilly, New York City.......... 55 


Kirsch-Blacher Co., Inc., New York City.. 54 


Los Angeles Convention Plans 


Los ANGELES—June 12, 13 and /4 
are the dates set for the three-day 
combined convention of the Los An- 
geles Shoe Club, a shoe travelers’ or- 
ganization, and the State Shoe Retail- 
er’s Association, to be held at the Ho- 
tel Alexandria, this city. Cooperating 
with the two organizations are the 
Domestic Trade Division of the Chan- 
ber of Commerce and the local shoe 
retailer’s association. The program for 
the State conclave has not yet been 
announced by Paul Jesberg, president. 
A style show and exposition are to lhe 
among the features, states Joe Kalisky, 
president of the Shoe Club. 

At a meeting held recently to dis- 
cuss plans and which was attended !y 
trade representatives and retailers, the 
following committees were appointei: 
Style show committee, N. S. Johns, 
California Shoe Co., A. V. Wolcott of 
the Selby Shoe Co., and Jules Fern, 
So-Cal. Shoe Co., makers of Fern 
shoes; entertainment, Wilson Connolly, 
C. L. Dennison and Charles A. Moder; 
also Jack Smith of the Boston Shoe 
Co., Gerald Gunnison and Ned Dreyfus, 
finance committee; publicity, B. A. 
Selser and N. S. Johns. E. O. Ray, 
formerly associated with Boor anp 
SHOE RECORDER in its Chicago office, 
attended the meeting. 


OBITUARY 








William Weyenberg, Sr. 

MILWAUKEE, Wis.—William Weyen- 
berg, Sr., 74, pioneer shoe manufac- 
turer of Chippewa Falls, died April 18 
at his home. Mr. Weyenberg started 
the first shoe factory in Chippewa 
Falls, which industry is now the lead- 
ing one. He spent all his life in Wis- 
consin, having been born in Little 
Chute. 


O. E. Hamilton 


Des Moines, Iowa—O. E. Hamilton, 
69, who for many years represente: 
Ault-Williamson Shoe Co. in this sec- 
tion, passed away in his home, 822 
Eighteenth Street, Des Moines, Apri! 
24. He was second vice-president 0! 


‘the Iowa National Shoe Travelers As 


sociation and was ever a loyal mem 
ber. Surviving is his wife, two daugh- 
ters and a son. 
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CONCERNING VITALITY’S 
NEW LINES FOR FALL 


a 





NHAT OUR SALESMEN ARE IN THEIR TERRITORIES 


WITH THE COMPLETE SETUP 


Hin keeping with a spirit of progress and the 





Vol. 103, No. 10. 


improved condition sensed throughout the 
nation, we are introducing for Fall the most pro- 
gressive lines we have yet displayed. The line 
excels in style, in character and in maintaining 
a balanced condition to permit profitable mer- 
handising. Combining these attributes with a 
standard of quality that is underwritten by the 
world’s largest shoe manufacturer, Vitality 
Health Shoes present an outstanding proposition. _ 


Vi 






There is an in-stock service feature, too, which 
minimizes merchandising problems. This de- 
partment is maintained carefully and adequately 
to insure a high standard of service. a 


A national advertising campaign, conducted in 
five leading magazines of the country, and other 
important sales’ promotional items, complete 
the picture of the plan we present. The new 
lines will merit your careful consideration. 


VITALITY SHOE COMPANY ; ST.LOUIS, MO. 
Branch of International Shoe Company 


ily 








_ Vitality Thrift Grade Shoes For Men and Women...$4.00 / 
WOMEN’S MEN'S CE Smer)5, CHILDREN’S Boys’ 
AAAA to EEE AAA to G ‘a Widths and Sizes AtoE 
Sizes2to11$5 Sizes5to 14 $5 VITALITY for all ages Sizes 1 to 6 
Extreme Styles $6 AFew Styles $6 Health Shoe. > $2to$4 $3.50 a 





ationally Advertised in 


OGUE ~» LADIES’ HOME JOURNAL » McCALL'S + GOOD HOUSEKEEPING »* PHOTOPLAY 





it Office at New York, N. Y., under the act of March 3 


ey ay Lowy week by the Boot & Shoe Recorder Publishing Ney o W. 39th St., New York, N. 





Y. Entered as second a matter, Sept. 10, 1925, 
Subscription price $3.00 per year. Printed in U. 8. A. 

































2 free helps to mak{l 
WHITE KIipe 


The illustration below attractively tells the story of your white kid shoes 
. . if the leather, however, is “THE WHITEST WHITE” .. . LEVOR’S : 
washable white kid. i 



















Mats of this illustration, in any column width size, are available free to 
retailers for use in newspaper advertising of white LEVOR kid shoes. 
Before featuring the washability of your shoes, make sure that you have 
LEVOR white kid. Some white kid shoes*can be utterly ruined by soap 
and water, but you are safe if the kidskin was tanned by LEVOR. 





Take advantage of this 
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big selling feature 


3 that dependable white 
These ate WASHABLE LEVOR kid offers. Spe- 


WHITE KID hoes cify and make sure you ( 


get this tannage; then 


advertise the superiority \ 
& Q 














of your white kid shoes! 








{he happiest, best 
igeason on record 
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This is going to be the biggest white kid season ever known. Is it going 


to be your most profitable summer season? It can only be your fault if 


it isn’t. 


Don’t be afraid to re-order white kid shoes! 


footwear does not reach a peak until the middle of July. 


The actual demand for white 


If you have 


spoiled your profit opportunities in the past by sacrificing white kid shoes 


in June and July clearance sales, don’t do it this year! 


furnished free to the trade. 


as you try on the shoes. 


customer-satisfaction is assured. 


GLOVERSVILLE , 





This is the second and proven sales help which is 
Tell your manufac- 
turer that you want the free cleaning instruction 
leaflets packed in each carton containing a pair of 
your white kid shoes. Hand one to your customer 


The sale is easier and 


G.LEVOR «¢ CO.. me. 
Tanners of THE WHITEST WHITES 


NEW YORK 
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BOSTON 
SHOE FAIR 


QPUSLOUILCEA G"*NEW DEAL | 
JULY 10.11 ../12 











Attractive 
Historical 
and Scenic 
Motor Trips 
for the 
Visiting 
Ladies 


@ The Official Midsummer Show 
will this year be conducted on a na- 
tional basis, under the joint direc- 
tion of the New England Shoe and 
Leather Association and the Na- 
tional Shoe Retailers’ Association, 
and with a broadened 
appeal to the country’s 
buyers and manufac- 
turers. 

@ A group of the city’s 
best hotels are co-op- 
erating for the accom- 
modation of visitors 
and exhibitors, and in these will 
be found a complete range of lines, 
grades, styles, and prices of 1933 
American footwear for Fall and 
Winter. Desirable sample and 
display rooms for manufactur- 
ers obtainable only at Fair Head- 
quarters. 





14th 
ANNUAL 





@ The Co-operating Hotels are: 


The Bradford The Ritz-Carlton 
The Brunswick 
The Copley-Plaza The Statler 


The Lenox The Touraine 


The Parker House The Westminster 


@ Stimulative conferences and} 
. Clinics for retailers? 
and_ wholesalers, ar- i 
ranged bytheN.S.R.A.p 
and the National Asso- | 
ciation of Shoe Whole. | 


salers. 


@ The United Shoe Ma- 


chinery Corporation’s | 


famous educational exhibit. 

@ Delightful ocean outings, golf for 
prizes, and other outdoor hospital- 
ities for visiting shoe buyers spon- 
sored by the Boston Shoe Travelers’ 
Association, the Boston Shoe Asso- 
ciates, and the Southern Shoe 
Salesmen’s Association. 


REDUCED RAILROAD AND STEAMSHIP 
FARES AVAILABLE 


For Sample Plate} ITT EN Flare! Sleeping Rooms, under arrangements made with 


Hotels, and for any further information, write BOSTON SHOE FAIR, 
THOMAS F. ANDERSON, Secretary, 166 Essex Street, Boston, Mass. 
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(Sleeping rooms only) @ 
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THE THERMOMETER 
GOES UP—YOUR SALES 


CGO UP—with Cameco 
Ventilated Street 
and Sport Shoesf 


They are airy—washable—and cool—original pat- 
terns featuring flame overlays and reinforced mesh 
underlays—crepe and leather soles—high and low 
heels—oxfords and straps—perfect fitting lasts— 
season’s accepted colors. CAMCO STYLE SENSE 
makes the first sale easy—CAMCO SUPERIOR 
QUALITY makes a repeat sale certain. 


write or wi 


AVIAT RIX 
T-STRAP 


The FLAS/ 


SNEEX 


VULTEX PROCESSED MESH 
IS USED IN 


CA|ViCO 


CAMBRIOGE Myytg RUBBER CO 


ORIGINALS and SNEEX 


This new process has revolutionized the use of mesh 
in ventilated summer shoes. Vultex Processed 
mesh WE a LONGER—STAYS IN SHAPE—and 
is WAS LE. These extra selling advantages 
come with every pair of CAMCO street and sport 
shoes. 











samples 


TRED-LITE 
o> mek ae) 


CAMBRIDCE RUBBER COMPANY LEATHER SHOE DIVISION 
General Offices and Factories . . CAMBRIDGE, MASS. 


BOSTON, 600 Atlantic Ave. NEW YORK, 125 Duane St. 


CHICAGO, 317 W. Munroe St. and LEADING WHOLESALERS 
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You can inflate the dollar by legal f pts 
reducing the grains of gold it must#’ 
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bad 


contain. But the qualities that make 
Evans Leather the standard of excel. 
lence will not be reduced one iota ...| 
Uniformity of Color that strikes clea fl = 





through and meets every test of stretch| 





and pull and wear . . . Uniformity o{// 


! 





Grain that keeps mis-matching and}} 






ANOTHER 


cutting waste at a minimum. . These, | 


_ LARGE USER 
OF 


Mi) « RUBY KID 
(BLACK) 


plus experience spanning Os a half’ 
century, make it logical and profi table | 
to standardize on Evans Brands. 
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Alamo . .. this popular number made F 
of Ruby Kid . . . combines smartness F 
and delicate modeling with the > 
“magic” Foot Delight cushion. 
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Out in the open! No circus stunts, no timid silence. . . . No backing and 
filling. . . . Just a straightforward, consistent reminder that RUBY KID (Black) is 


a definite of + a “ 
_SOHN'R. EVANS & CO. 


ade 
ess 
the 
t— 























—— 


CAMDEN, N. J. 


CINCINNATI °6T. LOUIS 





Em PHILADELPHIA 
BOSTON * MILWAUKEE 
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Illustrated . . . The Lotus 


The White mode is elevated to a new high level of importance in this 
sandal— offering cool captivating Summer comfort. Our IN STOCK 
Department carries a complete variety of smart Summer patterns... light, 


flexible and most styles with the superb comfort of the Feeture Arch. 


Write for a catalog. Priced to retail at $Q a and 5) C) 


orsheim 
Shoes for Women| 


ee ee 








THE FLORSHEIM SHOE COMPANY... Manufacturers .. . Chicago 
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